
























“NOR business men engaged in postwar planning, (and who 
isn’t), there is a considerable amount of suggestive writ 
ing and some pretty tough reading in Markets After the 

War, An Approach to Their Analysis, by S. Morris Livingston, 
published by the U. S. Department of Commerce, and now being 
made available by the Committee of Economic Development 
lhis pamphlet, in its present form termed a preliminary draft, 
takes an encouraging point of view. 

\s an example, one table deals with the increases in the pos- 
sible sale of consumer goods and services. For the year 1946, 
issuming that the war and immediate postwar reconversion will 
be over, that 96.5 percent of those seeking employment will have 
productive jobs and that prices will be the same as 1942, it 
foresees an increase of 74 percent over the 1940 level in the 
sale of refrigerators, washing machines and sewing machines; 
of 88 percent in heating and cooking apparatus; 79 percent in 
electrical household appliances (not specified) ; and 165 percent 
in radio apparatus and phonographs. 

These are thumping totals, far beyond anything ever known 
in the past and would call for an immense productive and dis- 
tributing activity on the part of everyone connected with the 
appliance and radio business. 

It is especially in stressing the need for increased activity in 
merchandising and distributing that this report is most instruc- 
tive. Because the potential markets are so great, selling will 
have to be raised in tempo to turn the potential demand into 
sales 


The following is quoted: 


6% HERE is nothing automatic or inevitable about this 

postwar market. The market potential that goes with 
high income, deferred demand and accumulated purchasing 
power needs to be translated into effective demand for particu- 
iar goods or services. 

“A_ peacetime level of production which approaches thé 
capacity of available manpotver after the war means a substan- 
tial increase over prewar standards of living. To reach this 
higher standard of living, consumers must be persuaded to buy 
more things than they have ever had before. 

“Granting that human wants are inexhaustible there is also 
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inertia to change. Even before the war there were notorious 
examples of consumer groups who showed a distressing prefet 
ence for part-time employment rather than the more adequate 
food, clothing and housing which could be bought with a full 
pay envelope. 

“This is a challenge to business enterprise. Can the whole 
gamut of goods and services be made so attractive and can they 
be sold so effectively that the consumer will be willing to work 
about the same number of hours as in 1940 (an average of 38.1 
per week in manufacturing) to obtain them? This calls for 
better market analysis, more sales research, more imagination 
and ingenuity in developing new products or new markets for 
cid ones, more strenuous efforts to improve promotion and 
distribution methods. 

“This increase in living standards does not mean a uniform 
increase over the prewar volume of production, with the same 
products sold through the same distribution channels to the 
same income groups. Entirely aside from new technological 
developments, the mere fact of such a large increase in consumer 
purchasing power means that the potential market will be differ 
ent from prewar conditions in many other respects than meré 
size. 


HIS type of thinking, you will note, is different from those 

who believe that the popularity of electrical and radio prod 
ucts is so great and accumulated demands so vast that these 
things can be sold like tires or batteries or summer seat covers. 
The mass merchandiser will have a part in this market, to be 
sure, he has had for a long time now, but selling of the creative 
tvpe will be very greatly needed, will be essential in fact to 
achieve the possible volume. And in this kind of selling, the 
electrical specialty trade, distributors and retailers as we have 
long known them, will be easily able to take care of themselves 


EpItor 
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A New Program For Electric Dealers Backed By 


Uncle Sam. You Pay $5.00 In War Stamps—Get 


Up To $10.00 In Cash. 


dustry, In Doing An Outstanding Selling Job, 


Ing You 


simply this: yes, if you acquaint them 
with the need and provide them with 
an incentive. 

Neighborliness and the spirit of 
sharing has long characterized Ameri- 


How The Electrical In- 


Wrote Its Own Wartime Insurance Policy. cans.. We are sharing our sons, our 


Statistically, these appliances reach 
i staggering total, The Proctor Elec- 
tric Company, through its department 
~ customer research, has just com- 
pleted two nation-wide studies of 


electric iron ownership. They reveal 


1. In slightly more than two-thirds of 
the country's 27 million wired homes 
there is an iron less than five years 
old. 

2. Sixty-nine percent of the families in- 
terviewed own or did own at least 
two irons, half of these three or 
more. 


1 


In other words, modern light weight 
automatic irons have replaced the 
der models. In the majority of cases 
even though an allowance was made 
for an old iron the customer kept it 
for the excellent reason that neithet 
the dealer nor the utility wanted it. 
Within the last fifteen years almost 
i quarter-billion appliances of various 


} ] 


types have been made and sold, in- 


cluding 51 million electric irons. 
Workers Need Appliances 


The other side of the story is well 
known to all. With sources for sup- 
ply of new appliances drained to bone- 
dryness, extra-heavy wartime usage of 
ippliances now in homes, demands of 
war workers, Increases in marriages 
ind births, difficulties in securing 

usehold help, the need for labor 


sav ING electri Wl servants was never 


re er 
Dealers who will undertake the 
b of finding and distributing the 
yw unused items of electrical equip 
é homes will not only be pro- 
g 1 selves with a source 


blood, our dollars to win our freedom. 

Mrs. America will share her appli- 

ances when she is told of the des- 

ee perateness of the need. She will search 

be performing a jor that unused iron, cleaner, bottle 
public service of the greatest magni- warmer, radio, clock, sun lamp or 
tude at the same time. other now unused appliance, just as 
Two questions might logically be she ransacked cellar and garret for 


revenue, but will 


asked : scrap. 
1. How will we find these appli- Even the waffle iron that was re- 
ances? ceived as a gift will go when she 


realizes that for some war worker’s 
family it would constitute a major 
cooking appliance. The need must 

The answer to the second one de- be brought home to her in terms she 
pends largely upon the first. It is can understand. She must envision 


2. Will their present owners part 
with them? 





LEFT TO RIGHT—R. M. Oliver, sales promotion and advertising manager, Proctor 

Electric Company, R. E. Imhoff, vice president, Proctor Electric Company and 

Eugene W. Sloan, executive director, War Savings Staff, U. S. Treasury Dept. 

Mr. Sloan is studying Proctor Appliance Restoration Plan portfolio showing industry 
sales figures, of 179 million small appliances sold in last 15 years. 
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=| your old electric appliances 


\\ gues) 
~~ — for WAR STAMPS! ” 





Yes, the big news in your neighborhood is this you will receive U. S. War Stamps for each ROSCOE E IMHOFF 
patriotic plan . . . designed t put extra WAR appliance, and each Appliance Cord. He will . 
STAMPS in your pocket aud at the same time restore them to usable condition . . . and re-sell 
put IDLE and BADLY NEEDED Blectric Appli- them to the many families now doing without Vice President 
. ances in the hands of War Workers and other Do it today tomorrow . . . or 45 s00n as you " . 
famihes m thas area can, “Enlist” them in this worthy, patriotic cause Proctor Electric ( ompany 
You and your friends and aeighbors are asked You'll help yourself you'll help your Electne Philadelphia Pa 
to round-up all the SPARE and OLD Electric Dealer . . , 
Applances you can hind, also any extra Apphance ... and you'll help those families of 


CORDS you may have Take them to the nearest 


RUSH THEM TO YOUR ELECTRIC DEAL 
DISPLAYING THIS SIGN EZ, 


The Dectme Dealer displeying the specsa! apphances to sell those who really need 
red white and blue insignia 8 wasting tor them Yes many others bees fortunate thas 
you with an arm full of War Stamps He'll you are bewg torced to “keep house” with 








parts and labor plus a fair markup and 
price thém accordingly. 


mh swap these valuable Stamps for every Blec cut the benetit of eves e angle toaster, on, rs . ; + 
ey regen rset np petotie It will be wise to identify each ap- 
th bring .n regardless of coadinoa W's ep to you Hunt out those old apply 


Applance manufacturers heve goae to ances you've lergottes were around . . . 
: Wa which meant Apphance Dealers broken or otherwie ... and rush them te 
rf are witbout even « lumsted supply of new your Bectrc Dealer He'll do the rest. 


pliance thus obtained as a “Victory 
Restored Appliance” stating that it 
is was purchased from its original owner 


ur DUQUESNE LIGHT COMPANY eee with war stamps and restored to serv- 
m ‘ iceable shape. ; 

















li- What the Plan Will Do 
*S- VISIT THE FOLLOWING BEAVER VALLEY ELECTRIC DEALERS TO > Sa » ; a . 
ch a You will find this war stamp plan 
tle SWAP YOUR APPLIANCES FOR WAR STAMPS will solve many of your most*perplex- 
ne pm ing problems. It will dig up cords and 
WOLF ELECTRIC COMPANY SAHU MOTOR CO. RAWDING ELECTRIC SERVICE TAYLOR ELECTRIC CO. *- A HL MAIN parts. Rare-is the household that does 
as 1404 7th Avenwa, Beaver Fell 1910 7th Avense, Beever falh 1001 7th Avense, Beaver Fells 1905 7th Avance. Beswer Falls ‘b19 1) Sereet Beever Fale 
va not have at least two or three extra 
or GOOD HOUSEKEEPING SHOP J. W. STEFFEN SCHAUGHENCY'S TIRE STORE PROTHERO ELECTRIC CO. CLAUSEN'S WASHER SWEEPER SERVICE “i i Sd . - : 7 . 

401 7th Avenve, Beaver Falls 518 Darlington Rd., Beover Falls 1905 7th Aveowe, Beaver Falls 676 Bed Sareat, Boover 1035 rd Street, Beover cords which you can obtain for a ten 
e- RICHARDSON REFRIGERATION. SERVICE 1. W. YOUNG APPLANCE REPAIR _ VALLEY REFRIGERATION SERVICE CO. HUDSON APPLIANCE STORE cent war stamp each. The appliances 
he 570 Sth Street, Beever 1002 Alkegheny St Mew Brighten 1208 Sth Strect, Mow Brighten FOC Sm Avenes thew ngiree 186 Brighten Avenue, Rochester that do not appear restorable may be 
r’s HARPERS CLEANER & WASHER REPAIR SAMUS SCHAUGHENCY’S HOARE 2 AUTO SUPPLY JURICH ELECTRIC SHOP RALAIMUT ELECTRIC SHOP _ Just what you need to provide parts 
the 346 Brighton Ave., Rochester 106 Beaghton Ave, Rochester 705 Brighten Avenue, Rochester $70 Jed Ayemwe breedamn 1713 Pennsylvania Avenve, Menece for other appliances. Perhaps five 

a 























ast aes ——ee . Ss or six 10¢ war stamps will purchase 


js comtned ve her bome wb ibe, Mee Aatseer “Sebderbeck. Peck-| [et Greensboro. N C. acsording to an iron that will vield twice that in 


of the Senter| conse 









4 reseed yesterday by bie 


° =] 
le ‘omnes > Sie ae tora st yg Sen her sar re, Sure "3 U Y aoe 
on = ayes ase Se arial wet 6 ring Us Tour . parts and will still be saleable as scrap 
R: 


Old Electric Appliances metal. : ) 
— With enough appliances to repair 


- ~ Saas L geld Ph a Ty Spas Pett ratets Weill buy th , 
BRING US YOUR OLD ELECTRIC cer et AS | IP ol ela eade a ae e y em and a stock of parts you can hire 
APPLIANCES! 


, ot | abe visiting (bere. returned 
| June | ber home following 2 long Himese | teens of 























Bridgewater Mothodtet nares 209 | rene tothe Basbting bee | Seater te (a -s afheh being of the past few) o 
fomerres evening af reve City ord has beam reeeie U ” ag frome tajery) . . 
SESE | eee eee ES ES eel withWARSTAMPS|| women or parttime repair people and 
PE gt A ed og Se ye cena: Ukten te: tales wear i bln dente of 
- = At me aftr vaiog , : . tale rs share « 
Trosy form's’ mesktel jon"tusies Sr Wii Lueehseulttes| "Sire Fever Boren, a Peosayh| "itm @ vassinser, ot wou] Aamefica Needs Your Old Electric Appliances! : : 5 
| ended oe a oe to oe hor hoe eo e— Swap Them For War Stamps HERE! your repair work. 
sreens: Raga: Puck. ote «| treet Ceeere ta] Conera) deaptee! i - ss c. , 
pm a Sh ae York ovenue, t sepeees Wt bar ge “lima Those of your customers who have 
oe 


hie parents = Mrs A Comporas 
Fest, of Thin 
peee  mtied 


oy “no Goeth of Be 
Show Saat 4 Seglennan ROCHESTER 
pet 
ad Mire 
4 wre & 


s sooo 4 


. , 
OS Sant com Wolf Electric Co appliances they are unwilling to sell 
S ee Geta ae le . . : 

re oaher Mre . ot . 
° 104 Sex ails, P 


for war stamps will*have them fixed 
for their own use, thus providing you 
with additional lucrative service busi- 








Siace 1879 the Ste-eupeetanee 
Rh the reeset contingent of of America wage 


= . Se 
Mary Copeinad. Wises avenve,|inave with bis parcats, Mr andl snlectees for the army. ts stationed] the femflice bas simest seubied /READ THE NEWS-TRIBUNE CLASSIFIED AUS 


























ness, 
The Duquesne Light Company and cooperating dealers are vigor- 


ously promoting the plan to exchange old appliances for war stamps. 





The war savings staff says “Full 
Speed Ahead.” Eugene W. Sloan, 
executive director, terms it the most 








herself doing the weekly ironing with Put it on the one basis she is sup- by your own Association, by your practical plan for industry-wide co- 
a “sad” iron or cleaning with a broom. porting each and every hour of every electric service company, by the local operation with the war stamp program 
' ay— y»tism. The patriotic *e “~wspape r eve pas of » has yet see 
: Here's the Plan day patriotism The patriotic need new spaper, or even by a group of he has yet een. . 
- 1 : of buying more war stamps. The pa-_ patriotic homemakers such as an Utilities and electric leagues in doz- 
Sha : _ . - ae sas oa a . . od . aw . 
| ae Wie pers with aren wnen, a triotic necessity of using our every American Legion Auxiliary. ens of cities are already planning all- 
the 2a ]le sell< > ore AN ' ’ - - . 7 ° of” , . . 
and if ihe Senter ell mes. Here i resource on the home front to free Advertise as a group and identify out War Stamp Appliance Restoration 
simple p > ak . ’ ° “he . 
t simple plan to help do it: more resources for the battlefront. your own store as a place where the drives. 
4 1. Go to the nearest post office. Buy Paste the stamps in her stamp book appliances can be brought and where One dealer we know about received 
ow of shag 25¢ War Stamps. = and tell her that she is buying a share those who need them can obtain them. 72 vacuum cleaners, 14 irons and a 
. 7 stamp 7" $, too. f : in America with her old appliance Pay fair prices in war stamps for host of other appliances during the 
. rganize a uyin campaign usin . . ° ° , * 49 11 -_ aner 
g sities Gg 9 and incidentally is making the down them. You can either establish a two days foll 1 newspaper ad 
War Stamps to pay for the old ap- ee? he ; yg ' Ne ieee - ; gr 
F ois payment on an improved post-war minimum price such as a dollar for which announced that he would buy 
pliances you are willing to purchase. ‘ tel , ' ‘ : : : H “- 
3. Restore the appliances you buy to ‘™0del. any old appliance that can be restore 1 them for wa amp e obtainec 
wable condiites. If you can make it a community to saleable condition or evaluate each them for a very small investment. He 
4. Re-sell them to homemakers who need ¢iterprise it will produce even better appliance individual is performing a patriotic service. He 
them. results. As such it can be sponsored In re-selling eae idd the cost of will make a proft 
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Short Course on 








Putting New “Squeeze” Into Wringer 


rect and easiest procedure 
pressure spring. It will be 
of fastening—the reason for 


lifferent types of spring clips 


llustrated because more of them 





This shows how the Lovell pressure spring lies in position under the “hood.” 
It is attached to the pressure stud by our new spring clip. 


2 To remove the pressure spring. a 

light tap with a hammer on the top 
of a screw driver in the manner as 
shown on the picture is all that is 
needed. This pressure spring clip can 
be used over again provided that its 
original shape has not been damaged. 


PAGE 4 





This picture shows very clearly the 

new and old types of spring clips. 
The clip shown unassembled to the 
spring is the latest. When ordering al- 
ways give all the dope printed on the 
spring to Lovell service men. 








4 This picture shows the top view of our old spring clip. The finger points to 
part which differentiates between the old and new type. 





5 The pressure spring is now shown 6 A sharp tap with a hammer to 
center of the pressure spring is all 
that is needed. 


in the correct position for assembly. 















HIS is one of a series of “how to" service specific 
te of appliances. These step-by-step operation 
instructions are prepared by ELECTRICAL MERCHAN- 
DISING in cooperation with the manufacturers and care- 
fully checked for accuracy. Already published is similar 
service information on Westinghouse irons, Maytag 
washers, Knapp-Monarch toasters, Premier vacuum 
cleaners, Simplex ironers, Speed Queen washers, lronite 
ironers, G-E and Hotpoint irons, G-E Washers, Blackstone 
ironers, Universal irons, also in this issue data on Speed 
Queen wringers (page 7) and Hotpoint ranges (page !0). 
This series will be continued with two or more appliances, 
in each issue 


~wwwwefeteFfegTj "TTT vrryryy 
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Wringers 





A “Wood Block” Puzzle and Its Solution 


A lot of bewilderment is caused by folks not remembering how 
the wooden bearing blocks are placed. This group of pictures 
shows the correct method of removing the upper and lower 
wringer rolls, together with the wooden bearing blocks, either for 
replacement purposes or cleaning. This is what it looks like when done wrong. The finger is pointing to an incorrect 
assembly position of the wooden journal block. Remember they are always assem- 

bled up-and-down, not across. 





Idea to leave with housewife. To keep the wringer rolls from becoming slippery, 

after the washing is finished, always rinse the wringer rolls with some clean water. 
The soap and soap powders that are used today usually cause an alkali condition 
on the outer surface of the wringer rolls, thereby filling in the original tread and 
allowing the clothes to slip (BELOW). 








1 The upper roll and its two wooden bearings have been removed as shown in the 

background. This picture shows the operator in the act of removing the lower 
wringer roll. The roll can only be removed by lifting the reset end of the roll first, 
such as shown in the picture. After this roll has been removed, the operator can 


a e ” 7 
Se eae ithe ete Sad det aspen? ceed by the Seineoe, = S@CFEL Of the Drainboard “Flipper Action” 


The secret of thé ‘Lovell drainboard being always ready for 
action comes from a rubber roller underneath. However, when 
clothes are improperly fed into the wringer, this is sometimes 
put out of commission. These pictures illustrate how to repair. 





2 The operator is shown removing the upper roll together with the corresponding 1 In $2 words you are here “disassembling” the self reversing flume from the water 
wooden bearing blocks. See how they come out. These blocks should not be collector. “Unloosen flume bolt and nut as per picture. 
oiled for they have already been impregnated with oil to last a lifetime. SEE NEXT PAGE on oe 
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Short Course on LOVELL 











3 Now the self-reversing flume is shown in the right hand and the rubber roller 
sub-assembly is shown in the left hand in correct assembly or disassembly position. 


’ 


t 


4 
7 


This shows the rubber roller sub-assembly that does the drawboard reversing trick 
and is the pride and joy of Lovell inventors. 


5 The self reversing flume and rubber roller sub-assembly are now back in position 
and the bolt is being assembled through the ears on the water collector and 
through the holes in the flume. 








WRINGERS (Continued from page 5) 


Hints on Handling Pressure Screws 


Stop and think a minute and you realize the pressure screw is 
the heart of Lovell wringer operation. But because it is small 
and easily overlooked, any service man should study these hints. 





1 This picture shows a complete assembly of a Lovell wringer. Here it is—the finger 
points, the lettering calls attention to the pressure screw. 


A 


ha, ®, eo li ite ll : 


a 


¥ 





Here's how you unscrew the pressure screw from the top nut. A drop or two. of 

sewing machine oil now and then will keep the pressure screw turning very 
easily. If this is not done, the various pressures the operator might want to apply 
to the wringer rolls are not so simple. 


After the washing is finished. This picture shows the correct way of leaving the 

wringer until the next-washday. The finger on the right hand points to the pin 
indicator in the pressure screw, which shows that all the pressure has been taken 
off the rolls. The other finger points to the reset lever in the released or unused 
position. This is a double check to be sure that while the wringer is not in use there 
should be no pressure applied to the rolls. If no pressure is left on the wringer rolls 
they last a great deal longer. 
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To Put More Years of Life in 


~ 


peed Queen Wringers — 


Pictures show steps an expert mechanic 


takes to do jobs quickly and efficiently. 


IKE the question, “Which comes first, the 
egg or the hen?” the job of tearing down 
a Speed Queen wringer often brings up 

the question of where to begin. 

These photographs show the rhythm of accom- 
plishing the job in the least possible time. Over 
the telephone we will assume that the housewife 
has called you and said that there was one of 
three wear and tear symptoms in her wringer 
which is bothering her. They were: 

1. It wouldn’t wring well. 

2. It wasn’t operating smoothly. 

3. There was a pronounced or irregular noise. 

Now decreased wringing efficiency is caused 
by worn wringer roll bearings or the diameter 
of the rubber has been decreased materially by 
wear. We won't go into the business here of 
replacing rolls, bearings or shimming up old bear- 
ings. That’s another story. 








1 First remove the bolts that attach the reverse assem- 
bly to the wringer frame. 





3 Shift the reverse lever in position to mesh back or 
outside drive gear with the drive pinion. You will 
find the horizontal shaft on which the forward and 
reverse gears are located is prick punched between the 
back of the outside gear and the reverse housing cast- 
ing. Rotate the horizontal shaft to locate the prick punch 
mark, then take a file and smooth it down level with the 
shaft. Doing this saves a lot of difficulties later. 


3ut when a housewife says that the machine 
doesn’t run smoothly, she is really meaning that 
the “gears are slipping or jumping teeth” espe- 
cially under a load. She might mean that the 
rolls are rotating properly in one direction but 
not in the reverse or opposite direction. This can 
be caused by worn gear teeth or drive pinion 
teeth, by the shift cam being worn flat or egg- 
shaped. (This shift cam is circular in shape 
when new.) It can be caused by worn lower 
wringer roll drive couplings or by the worn drive 
tang on the lower roll. Obviously these worn 
parts should be replaced with new ones. Like- 
wise the parts that they engage or mesh with, tf 
worn, should be replaced. 


The business of dismantling the wringer mech- 
anism is a simple procedure as explained by the 
accompanying illustrations together with the 
explanatory text. 


2 Since you are going to work on the gears it is better 

for the frame to be off. Remove gear covers by tak- 
ing out screw from the center of either right hand or left 
hand gear cover. You can. remove the gear cover from 
the opposite side without taking the screw out from it. 





Shift forward and reverse gears in opposite direction. 

Pull the horizontal shaft out of reverse housing cast- 

ing far enough by grasping coupling end with large 

pliers so as to expose the Woodruff key. A small pliers 

will pull this key out. Pull the shaft a little further and 

you will see a second Woodruff key which has to come 
out also. 





Now you can see that the horizontal shaft can be 
pulled completely out of the housing. Properly done 
it slips out like a greased pig down an alley. 





6 Now you are at the seat of the trouble—the worn 

gear. It is easy to reach in and lift the forward and 

reverse gear assembly right out of the housing for 
replacement. 





The 15-tooth drive pinion is held, you will. notice; by 

a taper pin which can be found in the shoulder under 

the gear teeth. Drive pin out from small end, and out 
it comes. 





Lift the 15-tooth drive pinion up and off the vertical 
drive shaft. Pull the vertical drive shaft and coupling 
assembly down and you will find it comes right out of the 
reverse housing casting. And there you are, gentlemen. 
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Fron CONTRACTING 
to APPLIANCE 


.* 


CO 
4 


& 





le Pe 


CLYDE L. CHAMBLIN, seated at center, in his office with SHIPPING AND RECEIVING SECTION. Mail and eupress 
Henry Stovesky, service manager and Charles Sephton, shop packages of appliances are opened, registered, checked against 
superintendent correspondence and assigned to a section of bin for each day 


at the rear. Note the register sheet for each day affixed to 
the shelves. 





CUSTOMER COUNTER where appliances are received. Tags PERSONNEL OF THE REPAIR DEPARTMENT and office. Clyde 
and records are kept here. Appliances received are registered, Chamblin seated at center. 
tagged and placed on roller cart at left. 





a 











ANY a contractor has asked 
M himself, as he saw the bulk 

of his small construction busi- 
ness wither and die under the restric- 
tions on materials and the outlawing 
of new residential construction, 
whether it would be smart to develop 
an appliance repair shop for the dura- 
tion. In that way he might keep 
the doors open and the name and 
goodwill of his shop alive until the 
war ends and contracting can open 
up for business again. 

Quite a few contractors, who did 
some repair work before, have ex- 
panded this part of their business. 
One such is Clyde L. Chamblin, past 
president of NECA, proprietor of 
California Electrical Construction Co., 
in San Francisco. Just recently this 
repair work crowded him out of his 
former shop and in moving to a larger 
place he made it the occasion to 
streamline the entire operation and 
put the repair business on a volume 
basis as the mainstay of his company 
for the duration. 

“IT wish someone could have told 
me all the things I had to learn about 
this business the hard way,” said 
Chamblin. “It would have saved me 
not only money but grief and long 
hours of planning.” 

What Chamblin learned and passes 
on to other contractors who may be 
starting or expanding their appliance 
repair business is summed up in one 
statement: “It is 75% detail and only 
25% mechanical.” 

By that he meant that it is far 
more important to organize the detail 
work—the forms, records, step-by-step 
procedure, billing and collection—than 
the mechanical repair work itself. 
The latter will be tremendously ex- 
pedited by the right kind of a pro- 
cedure to procure parts, assign work 
each day, keep track of each appli- 
ance every moment through the shop, 
and no less important, provide a rec- 
ord cf exactly what was done in case 
of subsequent complaints. Without 
such a system work can pile up, ap- 
pliances get lost, parts be missing, 
customers grow irate returns cause 
extra work at a loss, and overhead 
mount out of all proportion to the 
ceiling price of OPA for repair serv- 
ice. Working under a slim margin, 
with delays aplenty anyway, it ‘s 
especially important to schedule work 
and conserve time of workmen to a 
minimum. 


. Le For the benefit of other contractors 
AN APPLIANCE REPAIR BENCH with @ day's assignment on CLOCK TESTING SHELVES equipped with plug-mold. At left the per enggye tp anywho a 
the table at the end to permit an extra work table for heavy are the “will call shelves with repaired appliances. At rear procedure will be detaule ere, tie 
appliances. is Chamblin's office. accompanying pictures illustrating por- 
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Clyde L. Chamblin, past president of N. E. C. A. and proprietor of Cali- 
fornia Electrical Construction Co., starts the California Electric Serv- 
ice Stations to keep going during equipment and material shortages 





VPA 


ns of the shop and equipment whicl 
e part of the organized procedure. 
Much of this was planned by Keith 
hamblin, son of Clyde Chamblin, who 
pened the first clock repair service 
1op for the company in Los Angeles 


| has specialized in the repair busi- 
vhile the elder Chamblir th 

ntracting business in San Francis 

\ppliances I nd \ uns 


to register the appliance 1n irom 
vhom sent, kind, and any other perti 


nt information, and the date 


» shipping department an alphabetica 
le is kept of any 


pondence or instructions sent in prio 


previous cori 





to the receipt of the 


appliance, and 
this is noted on the tag with which 
each appliance is then affixed 

To the customer who brings in ar 
ppliance one section of the three part 
tag is given as a claim check rhe 


second part stays with the appliance: 


until it is assigned to a workman, that 
part of the tag going to the counter 
» be filed alphabetically iccording to 


customers’ name in case inquiry is 
made concerning it before it is done. 
he third or string portion stays with 
the appliance through the repair and 
then is filed numerically for future 
reference even years later. On the 
back of this portion the workman 
writes the work he has performed 
on the appliance or clock, his time, 
and materials used. Later complaints 
can be stopped by this accurate infor- 
mation if a none too honest customer 
claims a full repair job was done 
when only a crystal was replaced on 
the clock. 

The number on the tag is scratched 
on the works of the clock or bottom of 
the appliance so that the tag can be 
traced in the numerical file of tags in 
iter months or years. 

The daily register sheet is made in 
luplicate, loose leaf. One copy is kept 
vith the day’s intake of appliances, the 
ther at the desk. As received a1 
inpacked and 


nd appliances are placed on a three- 


registered the clocks 
eck cart on casters. Those obviously 
n need of parts not .n stock are di- 
erted to shelves to await parts. Each 
ay’s intake of appliances is assigned 

section of bins and the duplicate 
egister sheet for that day kept there 
vith them against customer inquiries. 
Shop superintendent is 
Sephton. He has been with the com- 
any as a journeyman electrician for 
() years and rather than retire, pre- 


Charles 


CART WITH A DAY'S INTAKE of clocks and appliances about 
to be emptied into a section of shelving assigned to that day. 


iol 
a Ge 


WRITE-UP AND BILLING of the repaired appliances brought 
on the roller shelved carts. After write-up they are put in the 
shelves at extreme right which open in the shipping department. 


It is he 
who gathers a day’s normal work for 


ferred to continue working 


each bench workman, assembles the 
needed parts from stock, and assigns 
the work. Then he checks the finished 
appliance for performance and ap- 
pearance 

When repaired and tested, the day’s 
iccumulation of repaired appliances 
are taken on one of the carts to the 
billing desk near the shipping room. 
Here each job is billed according to a 
typed standard price list developed by 
is arranged for deal- 
er discount and list prices. It 
able to OPA or a customer on demand 
and it is unif und fair to all cus- 
tomers. This eliminates guesses or 


the company. It 


is avail- 





estimates, 
The billing is done in t 
an autographic register. 1 
(Please turn to page 


riplicate on 
he original 
5 


7) 
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By WILLIAM A. CYR 





TOY ELECTRIC TRAIN REPAIR SHOPS—with special tools and 


testing equipment, track, etc. 





ONE OF THE CLOCK REPAIR BENCHES. At the rear of 
the men are shelves on which the superintendent places a day's 
assignment of work. 


Shelves for 


Files of tags 





FLOW SHEET of appliance or clock repair through the shop. 
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Servicing HOT POI NE 


Making a Changeover from Three Heat to 
Five Heat Surface Units and Switches 


a. I Hot nt t heats, ncluding i lower low, than the old three 





| Wid a ¢ piet S m 7 Remove the two screws from under the cooking top 11 
at the rear of the switchboard to release the switch. 

Rem 

this 

benc 





Here are the old and new units. The five heat unit 4 Identify the bus bars after removal, with tags, to 8 Here you can see how easily the switch pulls out 
at the right. The old one bas only three heats. keep sequence in mind. when the screws are removed. 


— UT.” CY 
BS 





—~w Waa \ > | 


? The switch front, of course, has been taken off. Here 5 Now you cut off unnecessary old bus bar leads. Here is the new five-heat interchangeable switch 
the serviceman is removing the screws from the with lead wires attached and passed through adaptor. 


bus bar terminals 


in 








Next you loosen the bus bar screws from the adjoin- This photograph shows the removal of the surface 10 Place switch into position. Wires attach to surface 14 
ing switches to get more working allowance or unit lead wires from the switch. units in same manner as the ones that came out. 
elbow room : lon 
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11 Replace the old bus bar with jumper wires which 

are furnished with the switch accessory package. 
Remember we have cut off the old wire. We can't use 
this old wire because it is heavy and difficult to form or 
bend. 





12 Final position of jumper wires. The tags have been 
attached to keep identity of line wires and ground. 





13 Placing lead wires to units along with porcelain 
blocks as furnished with the accessory package. 





14 Testing with 230 volt test lamp. You could do it 
by heating up the range, but this might take too 
long. 
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Testing Oven 
Temperature 





W: YMEN, by and large, have a keen sense oi 

heat. Possibly they judge by previous cook 3 Should a test prove something off, remove the con- 
ing results, but at any rate, when they discover an tel tack and ache the ediuctment en the esate! 
ven not delivering the temperature they previ- plate on the back of the button. This is a new way of 
ously experienced with a certain setting of the doing it and is very easy to accomplish. 

lial, they call for a service man. This series of 
pictures deals with testing of oven temperatures 
in a Hotpoint range. Dials are first set accurately, 
an oven tester employed to check the temperatures 


at various settings and, if the tests show that some 
mechanical adjustment is involved, the steps to 


correct the situation are shown. Use of ordinary 
ven thermometers to check temperatures are dis 
couraged because, when the door is opened, the 
rush of cool air from the outside upset the 
calculation. 


c 








Should it not be possible to make the proper adjust- 

ment on the control, it should be replaced. The 
operator shown here has taken off the front panel expos- 
ing the control. Remove the two front screws from the 
switchboard support to do this. 








1 The first thing to do is to check the oven with a 

TC-300 oven tester or other similar accurate device. 
The TC-300 consists of a baffle plate equipped with a 
pair of heat sensitive wires placed inside the oven with 
the heat recording device outside. For accurate results 
the door must be kept closed. Cheap oven thermometers 
are not accurate because of the insurge of cooler air 
when the door is opened for "peeks.'’ 


A Py 
Remove the drip shield or lead cover beneath the 


cooking top to make allowance for the removal of the 
control bulb from the oven. 





Before running your test be sure to set the dial 
The temperature on your thermometer 
(heat recorder) and the temperature on your dial set- 
ting should be with minus 0° F. to plus 25° F. 





accurately. 


6 Here you see the service man removing the hangers 
which support the bulb in the oven. 
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Servicing HOTPOINT RANGES (Continued) 








Here goes the guard off the thermostat bulb. Be sure to keep the bulb in a a The thermostat body is here being removed from the range frame. Sometimes 
straight position. Do not kink. This bulb is a hollow tube filled with something the tube is leaking or the contents sticking, in which case a complete new 
ke peanut oil which expands under heat. By its expansion and contraction the assembly should be installed. 
temperature is contr ed 





An Oven Problem That Need Never Happen 


O t telephoned the beginning would have avoided this difficulty . a 
() t tpoint I pictures illustrate the cause and cure of . 
rminal problem that a housewife some 
uld times brings on herself. A few words of explana 


n are in order when the repair is made. 





5 Here is the proper contact of the terminals. Advice 
to the owner: Always shove the range unit all the 
way into the back to assure proper terminal contact. 








The first thing our service man does on call is to 3 So you can see what they look like, here are the lead 


Replacing a Surface 
remove the porcelain terminal blocks inside the wires and terminals in the hand of the service man. . ® 
oven at the rear Heating Unit 


7 LECTRIC ranges are today giving satisfac 

“4 tory service to owners. Occasionally a cus- 
tomer telephones and says her heating unit has 
gone dead—its lifetime is over, like a burned out 
electric bulb Technically, the unit is either 
grounded or open 

Replacing the unit is a simple 10b. Neverthe 
less it is not done the way that “looks logical.” 
Following the sequence of these photographs will 
save a man a lot of time compared to working it 
out by himself 





What has happened is this: A woman cleaning the 
? After having got it out, he removes the spacer clamp oven has failed to shove the unit back to make the 
first. The idea is to get at the terminals and the proper terminal contact. Arcing may result and this SEE NEXT PAGE 
lead wires which are now removed by taking out the corrodes the terminals. With a bad contact as illus- cm ee nme 
screws trated it isn't long before the oven won't work. 
PAGE 12 
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Wrong way. The unit, as you know, is held in by a 

cotter pin at the bottom of the cooking top. This is 
the wrong way to get at it because it is practically im- 
possible to remove the cotter pin and lift it up at this 
angle. 


i a 








Here is the start of the right way. Loosen the cook- 
ing top by removing the two front screws. 





3 Don't forget there is one screw at the center under 

the cooking top fastened to the center of the frame. 
This must come out. A lot of fellows yank at it without 
knowing this. 


iniiailadeiisitacbtin.3 os 


Remove the trim at the right hand side of the back 
splasher. Remove two screws supporting the vent. 
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Raise the cooking top after two screws in front and 

one underneath the cooking top have been removed. 
The object of raising the top is to get at the cotter pin 
holding the unit. 





Here is the cotter pin that holds the hinged unit to 
the cooking top. When the unit is lifted up as in 
the first picture of this series, the cotter pin is concealed. 





Now you can see that all a fellow has to do is to 
reach in and slip the cotter pin out of position, 





This shows the cotter pin out and the unit being 

removed. This one change can be easily and quickly 
made by following above suggestions, or can be rather 
difficult by doing it the wrong way. 
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Replacing inoperative 
Oven or Surface 
Unit Switch 


HE complaint from the customer that makes 
necessary this operation is the fact that a sur 
face or oven unit doesn’t turn on and won't heat 


The trouble might be that the switch has be 


come inoperative, erratic or shorted. 





Start by removing the switch buttons which pull off 
easily. 








Next you remove the two bottom screws holding the 
panel, 





3 After this is done the switchboard panel will lift off. 





SEE NEXT PAGE ieee 
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Servicing 


HOTPOINT 


~ A N G E S (Continued) 








r terminal screws next. They 


The bus bar goes across 





Remove the two from 


switchboard 
noperative, you must 


screws the sup- 
port plate. Only one switch is 


remember, 





switchboard panel has been 


lead 


the screwdriver indicates 


6 


switch 


dropped to allow of wires from the 


removal 


These unscrew as 








7 Here is the switch being removed from the rear bot- 
tom of the panel and being pulled up through the 
recess of the cooking top. It 


iS ail very easy when you 


know how 
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1 First loosen two screws holding back the lock nut. 


B ACK in tl ld days tDo 


sands 1 t n Is¢ W het 


Adjusting Older 


tn nd 


Type Thermostatic Control 





2 Move the lock nut to the graduated scale position 

—higher or lower. Thermostat used is the bulb type. 
On the later models the adjustment takes place on the 
back of the button which is simpler. On the old type 
the regulation must be made on the body of the control. 





Leveling a Hotpoint Range 
ANY detail 


Unfort 


springs 
leveled. 
results 
ot 


+ 





Illustrated is the wrong way of leveling a range. The 
oven lining and the top are not always in line with 
the body. It does no good to put the level on top. 


face ti 


has made 


is likely to say, “Why 
like this! All kitchen 
nately, this is far 


home service calls « 


not level and 


when 


fil OTS ar\ré 
from this 


tact 


in another. 


from the truth as anyone 


the range 
The customer complains of uneven baking 
, which is logical when batter 
baking pans, making the produ 


fool around with 


floors are level.” 


an testify. Most 
a lot of trouble 


itself is not 


runs to one side 
t thinner in one 





This is the right way. Level the range from the left 
to the right—on the oven racks. 


Then level from the front to the back. If out of 
plumb, shim up the whole range by raising one end 
and putting flat plates under it until the oven tests level. 





A “Believe. It Or Not” 
On the Range Drawer 


a pe 
epartn 


Tell 


racket 


} 


[his releases the drawer, and it comes out slick as a 


whistle 


the front office will find it hard to 
ve, that customers actually call up the service 
ent saying they can’t get the utility drawers 
me anges 
the customer to lift and hold up the spring ' 
at the bottom rear of the drawer and pull up. 1 To get utility drawer out of some ranges lift and 


hold up spring bracket at the bottom rear of the 
drawer and pull up. 


JUNE, 1943—ELECTRICAL MERCHANDISING 











EL 


ni 


De 
ol. 


eft 


the 





“6 E 
; W 








Mr. Siegrist, shown working at his bench, is an expert serviceman. 
his men to do the same high quality work he does. 





Attempts to train 





A view of the warehouse and the trade-ins in the shop for rebuilding. 





Assistant shown 


working on @ compressor is a new man Siegrist is training. 


Siegrist Makes a Profit 


’ Out of SERVICE 


Low rent, compact organization, expert pricing, inventory 
control, all help Peoria dealer to come out in the black 





Mrs. Siegrist, shown above, acts as office manager and answers 
the telephone when Mr. Siegrist is busy or out. Calls are writ- 


ten Up ona permanent record pad. 


won't allow the bugaboo 
‘no more new” appliances 
to put us out of business,” 
says R. A. Siegrist, Westinghouse 
dealer of Peoria, Illimois,*“‘We admit 
that our position is difficult, but we 
are.not going to let that get us down.” 
Like other dealers, Siegrist still has 
some appliances to séll and is rebuild- 
ing and selling used appliances. For 
some time past every trade-in appli- 
ance that could be rebuilt has been 
saved. When time is available these 
machines are rebuilt and they sell as 
soon as they are ready. But even 
with this sales activity, Siegrist is 
anticipating the day when his business 
will be all service. 
There are a number of points of in- 
terest in the Siegrist operation which 
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might be helpful to other dealers in 
illustrating how profit can be made 
out of service business alone. These 
are explained below: 


Out of the High Rent District: 


Siegrist’s place of business is 1621 
North Sheridan Road. This is in an 
excellent neighborhood shopping cen- 
ter, out of the high rent district. It 
consists of a show room twenty by 
thirty feet, a completely equipped 
shop twelve by eighteen feet and a 
warehouse twenty-four by sixty feet. 
The latter is used for storage of mer- 
chandise in for service and for trade- 
ins which are to be rebuilt. With a 
warehouse available, the shop is not 
cluttered up with merchandise wait- 


1943 


ing for repair. A portion of the ware- 
house is used as a refinishing. shop. 

The Siegrist organization consists 
of Mr. and Mrs. Siegrist, one sales- 
man and one service man. Mrs. Sie- 
grist acts as office manager and an- 
swers the telephone calls when Mr. 
Siegrist is out. The salesman handles 
sales of new and rebuilt merchandise. 
Siegrist has lost one expert service 
man to the army and is now breaking 
in a new man. This man works in 
the shop and also handles outside calls. 
Siegrist himself is a qualified service- 
man and tries to have the servicemen 
do the same kind of a job that he 
does. The organization is kept busy. 
In fact service business has been 
turned down during the past year. At 
present two additional servicemen 
could be used if they could be found. 

Whether Mr. or Mrs. Siegrist an- 
swers the call, an effort is made to 
secure all the information possible. 
This is noted on the order blank to 
guide the serviceman. The company 
has been very successful in having 
appliances brought in to the shop, by 
explaining over the phone that it will 
cost much more if the serviceman has 
to go out to look at the machine. This 
applies to major appliances as well, 
unless the appliance is in the guaran- 
tee period. If the customer wants an 
estimate she is told there will be a 
charge if a man comes out to look at 
the appliance. 


“When we started our business four 
years ago it service business 
exclusively,” says Mr. Siegrist. “At 
that time we established a price set-up 
that allows us a profit. We are still 
set up to do service work exclusively 
if necessary, with a legitimate profit 
on every job we do.” 


was a 


There is a minimum charge for calls 
depending on the location. There is 
a charge for an estimate call and no 
estimate is made without seeing the 
merchandise. The charges for calls is 
set to show a profit. 

“We started out on the right foot 
by not giving our service away,” says 
Mr. Siegrist. “We know how to op- 
erate efficiently and to make a legiti- 
mate profit and at the same time keep 
our customers satisfied.” 


Good Records: 


A permanent record pad is kept on 
which all telephone calls are recorded 
as they come in. The serviceman 
carries a small book in which all calls 
are listed. The record what 
was done on each call and the amount 
charged. On return to the store this 
is entered on an autographic register 
which makes three forms. One of 
these is a sales slip for the customer, 
one is used to bill the record form, 
and the third is for a permanent 
record. 


shows 


(Please turn to page 56) 
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HI 24,467 9 p ‘ eal mulated a 
) ( eth evaluating worth of 
~ 700,000 students will boys and girls in repair work. For 
re t for the sum the Pittsburgh plan gives the young- 
er vat ter a couple of weeks in the class 
! ib t ‘ umble om plus a couple of weeks working 
ertai f th ervices f some dealer making repairs. The 
t ese DOV in [he deale lealer gets to know the boys and the 
ho would lil to hav a pl ymising boys get to know what their fortl 
ingster ¢ t pair depart ming job is like 
nt should not e any time in mak 
§ contact and arrangements, If he What Kind of a Boy to Hire? 
operly present story, he ca 
ve | pi t 0} r even In choosing the youngster to work 
for | shop with you, one Pittsburgh dealer tells 
For the magic of working with tools ELEecTricAL MERCHANDISING, select 
is something that appeals to most kids youngsters who are quiet and of a 
ot high school age. Witness the way _ studious nature. Don’t pick the flossy 
they build model airplanes, the spirit dresser, as these kids are too likely to 


with which they tinker with old auto- be afraid of getting their hands dirty. 


bile engine und the zest with The boy who has a little honest grime 
hich the y take larn clo k apart. beneath his nnger nails, who looks as 
\ chance to k at a bet with tools if he could concentrate, and who 
100 to 1 times mor teresting to ems really interested is the boy for 
than the chance of going on a you. Avoid the loud-mouth and the 
show-off. They will never fit in a 

| Pittsb | lvania, where repall sh Pp. 
t have long been In working the boys it is a very 
t cour n repairing of good idea to put one boy with several 


School's 


By TOM F. BLACKBURN 


older men. Never put on a production 
four or five boys together as this is 
conducive to horseplay. One boy may 
be a gem, three boys will prove worth- 
Girls will work out in repair jobs, 
said, particularly if the 
work is of a straight-line na- 
ture. Removing handles, repairing 
anything in which there 

is very little variation, a girl can do 
magnificently. They are more deft 
with their fingers than the boys and 


inother dealer 


repall 


ci rd sets, or 


The same rules apply in hiring a 
l I Get one who 


i? hi 


ring a 


Y is 1m Nl! DOY. 
it too flossily dressed, and who 
eems serious-minded. Avoid, as the 


vil avoids holy water, any combina- 


tion that brings the boys and girls to- 





gether at the work bench. The pres- 
ence a girl around some boys will 
thr lace in pandemonium, start 
¥ ff titters, giggles and 
I eplay that will make the dealer 
condemn all high school students as 
utterly worthless. The moral is, hav- 

g¢ been warned, don’t do it. Single 


yovys and single girls work out fine. 
of boys will play and if you 
ntroduce the they 
will tear the place down. 


feminine angle, 


Bile 


a 
- 


f «a 


bie 


? 


~>? f 





Joe Mueller of the Quick Service 
Electric Company in Pittsburgh has 
his high school boys replace parts. 
He himself gives a quick analysis to 
any repair job that comes in. 

“On that Mixmaster I just tested,” 
he said, “the bearings are shot. I 
won't let our high school boys work 
We won’t even try to replace 
It could be better 
into the factory. 


on it. 
the bearings here. 
sending it 

iron handle, a job of 
buffing, or a cord anything 
that calls for replacement of one unit 


done bv 
However, a new 


repair or 


with a new unit is something withir 
their scope. 

“We have a girl doing our clock re- 
said. “Clock re- 


iob, and is 
; 


pairs upstairs,” he 
pairing is a mice clean 
something a girl can do very well.’ 

Two Pittsburgh schools, the All 
gheny Vocational High School an 
the Washington Vocational High 
School, are busy at the job of giving 
high school students of Pittsburgh ap 
pliance training work. Writes T. O. 
McQuiston, residential sales directo 
of the Duquesne Light Company, who 
is in a good position to judge: 

“For one year the vocational schools 
in Pittsburgh have conducted splen- 
did courses in refrigeration, radio and 


C- 


» pees th ? ; 
jm ae tt. 
ty nh 


ence 


It's always necessary to have an older head do the diagnosing. This is Joe J. Mueller 
of Quick Service Electric, Pittsburgh. 
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Out 


Now s the Lime to L 


general appliances. When they first 
started their classes were mainly made 
up of young boys of high school age 
ind a large percentage of these boys 
were employed by dealers under a co- 
perative plan in which the boys 
worked two weeks in the dealer’s shop 
ind then were at school two weeks 
ind so on through the school year. 
\s you can see, by using two boys in 
me dealer’s shop it was possible to 
have the equal of one full time repair- 
man, 

“Although this system is still in 
effect and is operating quite satisfac- 
torily, the enrollment for boys in these 
courses has steadily decreased due 
mainly to the war. At the same time 
the total enrollment in the school has 
shown a decided increase. In fact, it 
s three or four times larger than it 
was a year ago. This is due to the 
fact that dealers are enrolling new 
men who need the training and due 
to the fact that we interested 
many men in taking the course as a 
means of finding 
lent. 
in the Pittsburgh papers for men who 
wished to 
ment in 
homes. 


have 


part-time employ- 
Some time ago we ran an ad 
obtain part-time employ- 
their 
As a result, we were surprised 
when there were 400 personal applica- 
tions made. Of this number we placed 
in the neighborhood of 60 men with 
dealers who were experienced appli- 
ance repair men and enrolled over 100 
in the courses in the vocational 
schools. So from this explanation you 
can see that our classes are largely 
made up of men who are now em- 
ployed but who are taking appliance 
repairing training in order that they 
might do part-time work. There are 
also classes for high school boys and 
classes for men who now have full- 
time employment in dealers’ shops. 
“For your information there are 
now 356 students enrolled in three vo- 
cational schools as listed below: 


dealers’ shops near 


School Enroll- 


ment 


Course 


Allegheny Vocation- 
al High School 
Connelley Vocation- 
al High School 
Washington Voca- 
tional High 

School 


Refrigeration 59 


Radio 37 
Radio 50 
Refrigeration 71 
General Appli- 
ances 
Refrigeration 
and General 
Appliances 35 


Total 356 
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are tour 


year. 


“There semesters to each 
school Each one is approxi- 
mately three months. In other words, 
the classes run continually throughout 
the year and students may enroll at 
any time and school as 
long as they care to attend. This sum- 
mer the instructors advise us that 
approximately 50 or more of the 
students will be fully qualified to take 
either full-time or work in 
the dealers’ shops.” 

The offered by 
the Pittsburgh schools is as follows: 


continue in 


part-time 
course outlined as 
1, Elementary Electricity. Theory of electri- 


cal generation and distribution. Wiring 
circuits and symbols. 10 hours. 


nN 


. Electrically Heated Appliances. Theory 
and shop work on irons, coffee makers, 
waffle irons, grills, roasters and ranges. 
10 hours. 

. Vacuum Cleaners. Theory 
work on stationary and rotary brush 
cleaners. Mixers and other small 
tor appliances. 10 hours. 

. Washing Machines. Theory and shop 
work on wringer, dryer, and automatic 
washing machines. Refinishing and 
spray painting. 10 hours. 


Ww 


and shop 


mo- 


> 


ur 


. lroners. Theory and shop work on con- 
sole, wringer post and table top ironers. 
6 hours. 


af 


Motor Repair. 
on split-phase, 


Theory and shop work 
repulsion, induction, 


capacitor and polyphase motors. 10 
hours. 

7. Radio Service. Theory and shop work 
on minor radio repairing, tube testing, 
push button setting, condenser and re- 
sistor testing. 12 hours. 

8. Refrigeration Service. Theory and shop 


work on minor refrigeration repairing. 
Checking motors, controls, relays, re- 
finishing cabinets. 12 hours. 

. Trouble Shooting. Theory and shop 
work on methods of determining 
troubles in appliances. 10 hours. 


oO 


10. Service Business. Estimating repair 
charges, profit, overhead. Serviceman's 
approach, attitude, appearance. Serv- 
ice tools and shop equipment. Safe 
work methods. 4 hours. 


Only a handfull of high schools 
over the country are producing 
youngsters with the skill that Pitts- 
burgh institutions offer. Nevertheless, 
most of America’s 25,000 high schools 
today have manual training courses 
and the boys who go through these 
classes offer pretty good material for 
dealers to pick for their repair shops. 
After all, it is the aptitude of the boy 
or girl that is important, and at a 
time when the trade is short-handed, 
they are certain to fit in 
this summer. 


very nicely 


1943 


Out of the Nation's 6,700,000 High 
School Students There Should be 
Some Good Future Repairmen 


ine Up Some Helpers 








"Shorty" Muenzer is a good example of a Pitts- 
burgh boy who is making good as a repair man. 


RECIPE FOR MANAGING BOYS AND GIRLS 


1 One boy alone is all right. 
2 Two boys side by side are equal to about half a boy. 


3 Three boys together are a guarantee of horseplay— 
scatter them among older hands. 


4 Boys and girls working together are utterly worth- 
less. Your plant becomes a maelstrom of titters, 
showoffs, giggles, gallantry. 

Don't—for heaven's sake—keep them together. 
—So say those who have tried it. 
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great broadcasting stations—everything electrical is essential to our war effort 


Electrical Equipment —Weapons and Tools 


From miniature motors to mammoth generators, from tiny detector tubes to 








S this editorial goes to press, newspapers and radio 
A ews commentators are telling the dramatx 
tory of the blasting of two mighty Nazi power 

lan loods at down the Ruhr Valley, Ger 
nv s most ital munition production center I'wo 
vast networks of industrial activity lie inert, for the great 


weeping 


nerators that had fed powel to hundreds of pl ints pro 
ucing war goods for Hitler, today stand idle. ‘This daring 
raid will go down in history as one of the most, if not 


of the entire war. It has destroyed 
two great sources of power, stopping the wheels in hun 
into darkness thousands 


the most devastating 


dreds of plants and throwing 
of factories and homes 

[his epoch-making raid by the R.A.F. brings home 
to us the vital importance of our Own power resources, 
those colossal generators from which flows the current 
that turns the great industries, illuminates 
our factories and homes and runs our electric railways 
It makes us realize how dependent we are 
on electricity and how important is the part of those 


who produce the electric il equipment that 


wheels of our 
and subway 


manufacture! 

makes possible its generation and us¢ 
Beginning with Thomas A. Edison, the 

trical manufacturing men has devised more 


inventive 


genius of cle 


ind more efficient ways of generating the current, better 
ind better means of transmitting it and of applying it to 


do thousands of jobs quicker and better 

lhe products of electrical manufacturers have become 
o completely an essential component part of every in 
dustrial, ind domestic activity that our economy 
id our war effort could not go on without it. 

In days of peace the laboratories of our clectrical in 
lustry gave us radio, fluorescent lighting, infra-red drying, 
precision process-control, tclometesing, split-second cir 
uit breaker other things that border on the 


busine 


ind many 
Tira ulou 

loday their facilities and their genius are devoted to 
in all-out 
men 

Electricity plays 
the “‘walkie-talkic 
outposts, 
W hile 


im secrecy 


1 significant part in this war .. . from 
that brings support to hard-pressed 
to the mammoth motors on the battleships. 
many electrical developments today are cloaked 
, the nation will enthusiastically applaud these 
electrical manufacturers when the curtain is lifted. 

he far-reaching importance of electrical instruments, 
ipparatus and machines becomes evident when we con 
350 different electrical items go into 
and that more than 170 go into a fighter 
plane. Most of these products are distinctly special in 


ider that over 
ombat vessels 


nature and are far removed from their civilan counter 
parts if, indeed, they have such counterparts 

lo the civilian, a light bulb is something so standard 
ed that every need can be filled by any nearby dealer. 
Our armed forces, by contrast, must have at their dis 
posal more than 400 distinct types of lamps Some no 
larger than the head of a match, are so brilliant that they 
flash signals under a tropical noon sky. Others are built 
to withstand extremely low temperatures, vibration, 
hock and many other abuses to which they are subjected. 

On planes, for example, numerous fractional-horse- 
are used but the standard industrial motor 
suitable for this service. New records in low 
veight-per-horsepower had to be achieved involving ex 
tensive changes in design and production 

lo prevent the light from instrument panels from 
impairing the vision of night fighters, ultra-violet radia 
tion which activates fluorescent instrument dials was 
developed. As a result, the pilot may look out into the 
darkness after reading his instruments without the least 
effect on his eves. How many precious air victories can 
be credited to this one development alone? 

But, in general, the story of this industrv’s war work 
s much too blurred by military censorship to afford an 
idequate picture of its contributions 


powcr motors 
l not 


The factories and 
hipyards that are turning out war matériel tell a more 
nnplete tor Mam 


of these have been built during 


war of wits with Axis scientists and production, 


the past two years. Others have gone through a complete 
CONVECTSION Process In every case, large quantities of clec 
trical materials were involved 

In the broadest sense, there are three major jobs which 
this industry has had to do, in addition to equipping our 
modern war maching. It has had to supply materials for 
the vast expansion of our industrial system, keep every 
plant fully maintained, and provide the necessary equip 
ment for the vital power and communication fields. 

More than $1,900,000,000 was spent for new industri 
al construction in 1942, and of this about 7% or $140, 
000,000 was for electrical materials. New machine tools 
and other production equipment required an additional 
$350,000,000 worth of electrical products. ‘The conver 
sion program called for another $145,000,000 of elec 
trical apparatus and supplies 

This total of over $600,000,000 in itself would have 
staggered the electrical industry in a peace-time year 
Yet, this record-breaking production was essential and 
had to be superimposed upon the direct requirements of 
the Army and Navy 

Industry depends upon electricity. Consider for a mo 
ment the effect of modern lighting upon war production. 
Industry enjoys levels of illumination and color quality 
that were undreamed of ten years ago. As a result, mid- 
night shifts operate at daytime efficiency. As a matter of 
fact, many of the more modem plants have no windows 
at all 

Then there is maintenance. The failure of one single 
motor or feeder will stop a production line. Electrical 
manufacturers have had to stand at all times ready to 
supply the heavy demand for the maintenance and repair 
parts that keep our industrial machine operating at top 
speed. Excess loads, 24-hour schedules and inexperienced 
production hands combine to shorten the lives of elec 
trical equipment 

Electrical manufacturers have had to supply the great 
ly expanded needs of our power and communication 
systems. 

New construction of all sorts —war plants, canton 
ments, war housing — has created a formidable need for 
additional capacity. Every element in our domestic econ- 
omy has called for increased communication and power 
All this had to be superimposed upon the vast 
demands of our armed forces. ‘The magnitude of this task 
is obvious but it is being successfully accomplished. Every 
old installation is functioning smoothly and every new 
one has been ready to function on exact schedule. There 
has been no failure either in our power or in our Commu- 
nication. Part of the credit for this performance belongs 
to the hundreds of manufacturers who delivered their 
products when and where they were needed 

This was not merely a problem of increasing produc 
tion. These manufacturers had been depending on rub- 
ber, copper, aluminum and _ steel —all highly critical 
materials. For much of their non-military production 
they suddenly had either to find substitutes or practice 
the utmost economy and ingenuity. 

Solutions to many problems were quickly found. Light 
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This is the twelfth of a series of edito- 
rials appearing monthly in all McGraw- 
Hill publications, reaching more than 
one and one-half million readers, and 
in daily newspapers in New York, Chi- 
cago and Washington, D. C. They are 
dedicated to ay at 9 of telling the 
part that each industry is playing i in the 
war effort and of informing the public 
on the magnificent war-production ac- 
complishments of America’s industries. 
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ing manufacturers greatly reduced their use of steel by 
designing efhcient, non-metallic reflectors. W ire and cable 
manufacturers expanded their use of synthetic insulation 
in place of rubber and they promoted the use of higher 
distribution voltages so that every ounce of copper would 
work more efficiently. 

Steel is essential in apparatus that operates magnetical 
ly. There is no known substitute. But marked economies 
in its use have been achieved through the development 
of new alloys that are of increased magnetic efficiency. 
As a result, motors and transformers now consume sub 
stantially less steel than did units of equal capacity a year 
or two ago. 

Electrical manufacturers have given our industries nu 
merous new production tools. Infra-red heating tunnels, 
for example, have drastically reduced the time involved in 
production drying . . . in some cases from hours to min 
utes. High-frequency induction-heating has been spectac 
ularly successful in the forging, brazing, hardening and 
casting of ordnance. Modern welding equipment makes 
possible speedy production with inexperienced labor. 

America’s production lines are being patrolled by ele« 
trical devices which elimmate human error. One million 
volt X-ray equipment looks through castings and points 
an unfailing finger at defects. An electronic flaw detector 
tests nonferrous drawn-metal tubing for imperfections. 
Other electronic devices are counting and sorting the 
products of thousands of war plants. Precision controls 
regulate all sorts of processes, from aluminum production 
to armor plate annealing. 

These are but a few of many examples of the way in 
which the magic power of electricity has been harnessed 
to the war effort. Back of every development there is at 
least one electrical manufacturer — more often many — 
who have pooled ideas and methods with no thought of 
royalties or dispute over cost allocation. 

No story of the electrical industry would be complete 
that did not pay tribute to those manufacturers who have 
dropped their normal lines in order to produce special 
war products. Many appliance manufacturers fall in this 
group. When war came, they did not stop to argue that 
civilian morale and big pay checks would demand a con 
tinued supply of their products, instead they quickly shift 
ed to the production of war matériel and today they are 
deep in the manufacture of machine gun parts, aircraft 
sub-assemblies, and even gas-mask fabric. ‘They have had 
to abandon their hard-won markets for the duration; but 
they are contributing mightily to permanent peace and 
a more prosperous world to which they will return when 
the guns are silenced. 

This great industry has increased its production three 
fold in two years — $2,500,000,000 in 1940 to $7,500, 
000,000 in 1942. It has done this with all the zest of 
youth, for this is a young and a pioneering industry. Few 
companies in this industry are fifty years old; the ma 
jority are much younger. ‘lop management, in general, is 
young, too, and many outstanding technical develop 
ments have come from the brains of men just a few years 
out of college. 

he results of all its intensive intelligent work can be 
found in every factory, on every battlefield and ocean, 
and even in the flak-spotted air over Berlin. In a sense, 
the electrical manufacturing industry stands beside every 
soldier and every sailor as he goes into action. It has a 
place of honor it richly deserves. 

And when this war passes into history, as it surely will, 
our soldiers and sailors returning to peace-time jobs, will 
find a life greatly enriched by electrical developments 
that were undreamed of yesterday 


President, McGraw-Hill Publishing Company, Inc 
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- | What do you suppose will happen to the billions of new money that 
| will be paid for farm products this year? Some of it will go into War 
o Bonds of course. But most of it will roll into stores, just like any other 


its 


on : money. To buy the things you are selling—more goods and in larger 


he | quantities than rural people have ever been able to buy before. 


dls 


on Meet this money half-way. Display the products advertised in the 
in FARM JOURNAL which is welcomed and read in 2,700,000 rural 
ed 


a homes. It is by far the leading rural magazine in America—both in cir- 
ot culation and influence. 















: These are the products in your line Of the FIRST FOUR 
bis advertised in current issues of magazines of 

at . . 

fm the FARM JOURNAL. Display them. general interest, 
= only ONE 

aft e 

“ad BOND FLASHLIGHT BATTERIES HOTPOINT APPLIANCES is rural. 

rut 

- COLEMAN APPLIANCES NORGE APPLIANCES 

ne oiieliieaiehaaite PARMAK ELECTRIC FENCER 

” at PLASILIONT PHILCO PRODUCTS 

BATTERIES 

y WESTINGHOUSE PRODUCTS 

mat FRIGIDAIRE WINCHESTER FLASHLIGHT 


” GENERAL ELECTRIC PRODUCTS BATTERIES 


, Is 
Op 
ars 





7 Do you know that in more than two thousand counties out of 3,072 
on in the United States, the FARM JOURNAL has more readers than the 
oan 7 Saturday Evening Post, Life or Collier’s. Let us give you the actual 
ill, 


vill | figures for your county. Write for them today. 


: FARM 


v JOURNAL 


GRAHAM PATTERSON, Publisher Washington Square, PHILADELPHIA 
AND Farme 14 Hn iffe 


nec 
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ELECTRIFYING 
POSTWAR HOUSING 


inter-Industry Cooperation Needed ... The Part Utilities Can Play* 


By IRVING W. CLARK 
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not a myth but a 
WO.000 to | 

near to 
wppear t 


minimum, lor a 


} l 40), 


000 housing unit nnually 


ctu picked from tl uir, but art 
ng-term studies, which 


lefinite trends 


(|) That there are approximately 
500,000 net new families annually 
added to the family roll within the 
border of the U. S. 

(2) The 


number of persons within the 
most probable marriageable age 
brecket of 25—45 is at an all-time 
high due largely to the in- 
creased birth rate during and fol- 
lowing World War |. This tends 


to increase the annual number of 


new families above the normal 
ratio 
(3) Again, there is another 400,000 


units that are annually razed be- 
total obsolescence — de- 
troyed by fire 


cause of 
tornadoes—or other 
catastrophies. 


\\ e t » factors add up to a 

need that uld require approx! 
00,000 new homes annually, 

t part tory I 

" has been at this high 
AMP TNH) t tn eT wil 

43 1941, but lv an average 

50 04 unit vere built 

ve p d. A 
’ } exc of 5.000.000 


cumu 
lated, which if spread over a ten year 


tore, at 


























postwar period would place the an- 


nual housing potential at 1,400,000. 
Veed, thing 
verting that need into actual houses— 
Che number of units 
at will be constructed will depend 


however, 1S one con- 





is quite another. 


measure upon the housing 


, 
large 


1 


dustries’ ability to develop a com- 
pletely coordinated approach to the 
IT yblem 

Favorable Factors 

Several fundamental factors will in 
fluence the extent of these conver- 
Se 
(1) HIGH INCOME Most econo- 
mists agree that a national income of 
from one hundred to one-hundred- 
twenty billion dollars will probably be 


necessary to uphold the type of econ- 


ymy that our democracy after the war 


will require. 


(2) ACCUMULATED SAVINGS 
AND CREDIT During these war 
years, indebtedness is being reduced 


Several billions 
therefore, being accumu- 
used in 
consumer dur 
ible goods and luxuries. To this should 
be added the tremendous accumulated 
savings that are piling up in the form 
bonds, accounts and 
The savings in 
1941 amounted to approximately 12.9 
billions of dollars; in 1942, 26 billions 
placed in the savings accounts 
yf the nation; in 1943, it is estimated 
that 42 billions of dollars will be saved 


it a tremendous rate. 
n credit, is, 
lated and will be 
the purchase of homes, 


1 
ready to be 


i—war savings 


other investments. 


were 


in one form or another. This latter 
umount of savings well approaches 
the total national income of our de- 
pression veal 

(3) DESIRE FOR HOME OWN- 


ERSHIP A recent study 
the Princeton Bureau of 


searcn, produ ed the 


made by 
Urban Re- 
following inter- 


esting data 


A. In cities of 500,000 or over popula- 
tion, 30% owned their own homes, 
while 61% would like to own their 
own residences. This means that of 
the 70% that are at present rent- 
ing, only 39% actually wish to con- 
tinue this form of occupancy. 

B. Again, in cities with a population of 
from 5,000 to 500,000, 44%, own 
their own homes, while 75% would 
like to, indicating that of the 56% 
now renting only 25% would like to 
continue as tenants. These figures 
indicate healthy trends toward a de- 
sire for home ownership, regardless 
of the size of the city . . . with par- 
ticular stress on home ownership in 
the smaller urban areas. 


(4) DELAYED MARRIAGES 
Calculations based on _ historical 
perience indicate that wars have al- 
ways delayed a very appreciable num- 
ber of marriages. Indications are that 
this conflict will develop the same char- 
acteristics as far as this phase of our 
social life is concerned. A great “peak” 
in the marriage curve is anticipated 
in early postwar days. 


ex- 


Unfavorable Elements 


As against these favorable elements, 
the following unfavorable factors must 
be given careful consideration: (1) 
An appreciable drop in the national 
income would be most disastrous to a 
healthy housing activity. (2) Should 
the specter of prolonged unemploy- 
ment rear its ugly head during the 
postwar period, housing construction 
would be adversely affected. (3) 
While it appears that the average con- 
sumer will have more dollars for the 
better things of life at the conclusion 
of the war, he will be confronted with 
increased numbers of desirable items 
to purchase. The competition for his 
dollars will, therefore, be particularly 
active, and housing to obtain its right- 
ful share will have to compete with 
the—automobile, delayed vacations, 
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home furnishings and other elements. 
(4) Like war conditions and fear of 
unemployment—inflation—can be most 
retroactive to the housing needs of the 
country. (5) Every effort must be 
made to prevent or minimize land 
speculation. 

The “‘strangle-hold” in many com- 
munities placed upon housing and the 
construction industry by ill-advised 
building codes is a factor that needs 
the immediate attention of the entire 
coordinated effort of the housing and 
construction industry. (6) The tre- 
mendous amount of interest being 
shown in the revolutionary develop- 
ments of housing and housing equip- 
ment of “some time in the future” may 
develop a complex on the part of the 
purchasing public to wait until some 
of the “dream” factors are actually 
produced. 


Prefabrication 
Prefabrication is not new in the 
housing field. Kitchen cabinets are 
now a manufactured product com- 


pletely assembled and finished, as com- 
pared to the days of carpenter-built 
cabinets on the job. Many plumbing 
items are now delivered in a completely 
fabricated state to the project. This 
type of development will continue to 
expand. 

The word — “prefabrication” — 
should, however, be used to identify 
the “manufactured housing unit,” 
where the complete structure is pro- 
duced in a manufacturing plant in the 
form of finished panels—which are 
placed in a truck and delivered to the 
building site—where erection is a mat- 
ter of a few hours to two or three 
days. It is estimated that the manu- 
factured housing industry now has a 
capacity of approximately 125,000 
units annually. Manufactured houses 
will undoubtedly be an important fac- 

(Please turn to page 59) 
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Premier's 16 fully-staffed 
factory branches are doing 


double-duty for dealers... 


For 21 consecutive months Premier has 
been urging electrical appliance dealers 
to turn to Service for the duration. The 
results have been highly gratifying and 
universally beneficial to dealers. 


A most important by-product of this pro- 
gram should not be overlooked. Premier, 
through Service, has kept its vital field or- 
ganization intact. Sixteen Premier factory 
branches are functioning at full strength 
through Service today —alert and poised 
for tomorrow’s sales opportunities. 


This means that the experienced men 
of Premier’s nationwide organization — 
men who know you, your business and 
your problems —are ready now to give 


SERVICE Today 
.... for SALES Tomorrow 


you all possible help in making a wartime 
success of Service. These very same men 
are the ones who can and will aid you 
most in making the switchback to sales 
of new vacuum cleaners when the time 
for that arrives. 


It is becoming more and more evident 
every day that the best preparation for 
your future is a consistent, profitable 
Service business today. The experience 
of dealers who have adopted the system 
of Service outlined in Premier’s “Plan of 
Action” clearly indicates that far more 
than mere survival is being achieved by it. 


Now is the time to make your own op- 
portunities for the future—a future that 
is going to hold unlimited possibilities for 
those merchandisers of electrical appli- 
ances who have kept their business intact 
and their customer list active through 
Service. 


A copy of Premier’s “Plan of Action”’ will 
be sent you upon request without charge. 


DIVISION 





ELECTRIC VACUUM CLEANER COMPANY, INC. 


CLEVELAND, OHIO 

















CERTIFIED SERVICE 


falas For Vacuum Cleaners 


GUARANTEED 
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Keeping Farm 
Equipment Going 


\ \ TESTERN Division operating 
companies of the Niagara Hud- 


. } } } 
son System through their rural de- 
partments are rendering a threefold 
service to larmers tacing unprece 


dented labor and equipment shortages 


Anticipating these problems a year 


1 


ago, rural representatives initiated a 


program designed illeviate as far 
as possible difficulties arising from 
electric equipment shortages or break 
downs. 

In the Avon district of Niagara 


Lockport & Ontario Power Co., a 


farm equipment exchange service was 


instituted late in 1942 Letters were 
sent to farm customers together with a 
return card on which the tarmer could 


list any used equipment he needed, or 
any equipment he 


As the 


were matched up with 


‘ould dispose ot 


returns were receive 1. requests 


rangements made to bring the inte 
ested parties togethet By the ‘end 
of the year over 1,100 customers had 
been contacted and replies received 
from 7%, which resulted in putting a 
number of unused pieces of electric 
farm equipment back into productive 


ope ration 


P 
Motor Repair 

Under the second step of the new 

p! ) in mor repaltl many 

au rized servicemen ake ‘ 








/, 


airs on farm motors in addition to 
their egular servicing of ranges, 
vater heaters, and other domestic 


quipment, Wherever possible, repairs 
ire made on customers’ premises to 
save time and transportation costs. It 
it is found necessary to return the 
motor to a repair center, an exchange 
loaned 
carry on such vital operations as milk- 
ing and water supply. In addition, 
upon reinstallation of the 


equipment, servicemen install new type 


motor is when available to 


repaired 


delayed action fuses to provide addi- 
tional motor protection in the future. 


Hold Repair Clinics 


Cooperating with the current farm 


program ot 


service, com 


equipment maintenance 


1 


the Cornell Extension 


pany representatives are assisting at 
motor repair clinics conducted by agri 
cultural engineers of the 


\t the repair 


university 
schools farmers are in 
vited to bring in electric motors and 
receive instructions in cleaning, oiling, 
ind reassembling them for maximum 
service. In the event major repairs 
are necessafy, assistance is given in 
locating convenient and reliable repair 


facilities. In western New York, com- 


pany representatives have in recent 
weeks assisted at 33 clinics where a 
total of 337 motors have been cleaned 


ind put into good working condition 
to do the big job facing farmers dur- 


g the coming 


ve 


sunimer 


Agricultural students receive first hand information on the importance of frequent 
cleaning and oiling of electric farm equipment from Harry Gilbert, center, commercial 
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service supervisor of the Lakeshore District of Niagara Lockport & Ontario Power Co. 


Nash-Kelvinator Head 
Launched Career by 
Deal on Sheep 


ALIFORNIA, where men go for 


vacations in winter, is a fine 


place for newspaper interviews, to 
catch them while they are relaxing. 
ELECTRICAL MERCHAN- 
DISING readers is an interview with 
Charles W. Nash, chairman of the 
board of Nash-Kelvinator Corporation, 
who was “caught” by Garber David- 
son of the Associated Press, recently. 

Mr. Nash spends his winters in 
California, when he is not visiting 
his three daughters, five grandchildren 
and three great grandchildren. Until 
he was 46 he never took a vacation 
but today at 79 believes in them. 

The start of the Nash fortune be 
with a deal that involved the 
purchase of ten sheep, he relates. 

Mr. Nash recalls that at the age of 
6 he “bound out” to a farmer 
near Flushing, Mich. He was to work 
for board and room until he was 21 
and then receive $100 and three suits 
ol ‘clothes. 

“T stood it until I was 12, then ran 
and I said I would never go 
back,” he commented. 


Interesting to 


gan 


Was 


away, 


Aiter four months working for an- 
other farmer he saved $25 and bought 
ten sheep. He let the sheep out to a 
farmer to be doubled in three years. 
In five years he had 80 sheep and 
they were his start in life financially. 

At 18 he got his first mechanical 
training, operating a portable steam 
engine for a hay pressing outfit. When 
Mrs. Jessie Nash’s health began to 
fail in 1890, six years after their 
marriage, they moved to Flint, Mich. 
to be near a specialist. That was his 
farewell to farming. Mr. Nash got a 
job at a dollar day as trimmer for 
the Flint Cart Co., later the 
Durant-Dort Carriage Co., headed by 
William C. Durant. Ten years later 
he was vice-president and 


Road 


genera! 
manager. 

The horseless carriage was creating 
quite a stir and Mr. Nash took one ride 
and became an automobile fan, and he 
and Durant turned to automobile man- 
ufacturing. Durant bought the Buick 


Motor Co., and in 1910 Nash was 
elected president and general man- 
ager. Then in 1912 Nash was elected 


president of General Motors Company, 
but 
time 


connections a short 
He declared he did this 
because his policies were at variance 
with Durant’s. 

Nash took with him a General Mo 
tors engineer, N. E. Wahlberg, and 
by 1917 they had developed the Nash 
car and put it on the market. 

Looking ahead to postwar produc- 
tion Mr. Nash says, the first cars made 
will be duplicates of the last models 
produced. The assembly lines will be 
ready to roll in six months after the 
war, if the government and suppliers 
of raw materials will cooperate. New 
models will be ready for production 
about two years later, and the designs 
won't be so radical as generally ex- 
pected, in his opinion. 


severed his 
later. 
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Radio Idea-Man 


Seven months ago Lawrence Handler left 
his job as commercial radio repairman to 
take a war job at the Westinghouse Lamp 
Division, Bloomfield, N. J. Recently he re- 
ceived a substantial suggestion award for 
an idea that saves critical materials and 
nine production hours daily by preventing 
breakage of radio tubes needed for war 
communication equipment. He is shown 
here with the machine tool fixture which he 
redesigned to eliminate the damage. Mr. 
Handler was presented with a check for 
$541.50, a $50 war bond for “the best sug- 
gestion of the month” and a WPB merit 
award. 


Glass Utensils 
Require Study 


LASSWARE, particularly cook- 
€ ing utensils, are having a boom 
these days.. Oldtime cooks who have 
shied off the idea of changing from 
metal to glass are being forced-to it by 
scarcity reasons. 

When using glass for baking, writes 
Alice Richards in..the Milwaukee 
Journal, it is well to remember that 
the heat is retained longer than when 
using tin or aluminum. To insure 
even browning on top and bottom she 
advises decreasing the recommended 
temperature about 25 degrees. 
appeals to women because it 
permits them to see the food cook and 
it is intriguing to watch water boil or 
some goody bubble up appetizingly. 
Merchandisers have long been aware 
of this desire to peek, as evidenced 
by glassed-in sections of their appa- 
ratus at sales exhibits. 


Glass- 


ware 


Use With Electric Range 


Miss Richards points out that it is 
well to watch glass cooking utensils 
if you have an electric range that is 
a 1940 or later model. The new ranges 
are geared to give such intense heat in 
a relatively short time that 
instructions are necessary. Glassware 
is not recommended for deep fat frying 
and should never be heated when dry 
or cooked to dryness. When the dish 
is hot, the cook should avoid pouring 
in cool liquids, and should not set glass 
utensils on cold or wet surfaces. 
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“Frames” WELP’E 








M FLY SOONER! 


UNDREDS of types of G-E MAZDA lamps are fighting 





; the war on many fronts. Today General Electric MAZDA 
- F (fluorescent) lamps are playing an important part on the 
id war production front... by giving workers the light they need 
c to speed production, and reduce spoilage and accidents. 
~ Fluorescent lighting in the final assembly department of the 
2 Beech Aircraft Corporation’s Wichita 
2 plant, for example, is a big factor in 

speeding production of Beechcraft Train- 

ers for the Army Air Forces. Work goes 

on both day and night. 

Good lighting is actually adding man- 

hours to the nation’s production lines 

in thousands of war plants, big and small 
a . . . by helping war workers see better 
“ Acres of all-metal AT-11 twin-engine Beechcraft bomber trainers are shown in and faster. As a result they tire less in thie ™ We-test” G-E MASDA 
vy this night photo of a portion of the final assembly department of the Beech Air- Tapidly and do more efficient work . 1.) mere tne nion standards 

craft Corporation’s plant. to help end the war sooner. a er 





" HERE’S ONE OF THE G-E LAMP | {00 G-E “HOUR OF CHARM” 


" Here’s what happens when 
ADS IN CURRENT MAGAZINES pointes toe andere HYMN RECORDS SET RECORD 


7+ vww~w ee 


The Hour of Charm Album of Hymns, put 
out last December by Columbia Recording 
Company, has topped all record album sales, 
according to a report just received from this 
company. 


Recently the advertising research } 

organization of Daniel Starch and j 

Associates checked the readership { 

of a typical G-E MAZDA lamp ad} 

that ran in Life, Saturday Evening } 

Post and True Story. The ad was { : 

headlined, “9 Wartime Lighting Sug- { To date more than 327,000 records in albums 

gestions.” } have been sold. All of which adds further 

They found it was the best seen and proof of the tremendous popularity of the 

the best read ad in the Post. In Life G-E MAZDA Lamp ‘Hour of Charm”’ 

it ranked third among all ads in the / radio program, broadcast every Sunday 
} 
4 
} 
, 
4 
4 
4 
4 


issue on thorough readership. It was : é, 
antl dies tes se i —. Story. evening at 10 P.M. (Eastern Wartime) over 
125 NBC stations. 


They also found that: 

84°, to 90°) of the people liked this a 
type of advertising. 33% to 44%, re- 
ported doing something about it. 

It was estimated that over 6,000,000 
people liked this ad in the three mag- 
azines, and that nearly 2,500,000 


“oO, ee 


suant THE RIDE 


twvw 


Customers would be surprised how dust and 
dirt hold back light from their reading lamps. 
Simply washing the bulb and reflector fre- 
quently gives 25 to 30% more light. It’s an 
people acted on some of the sugges- } easy way to conserve light and do eyes a 
tions. Some of the things they said | favor. Remember: Letting dust collect on 
they did: Cleaned lamp bowls, switch-  { lamps is like throwing away the last 35 
4 


a] =o 


——~rrr rrr 
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This G-E MAZDA lamp ad in the May 22nd Saturday 
Evening Post and the June 5th Collier’s reminds cus- 
zg f tomers of one of the many war uses for G-E MAZDA > 
S | lamps. Other G-E lamp ads appear in the June 4th > 
} and 18th U. S. News, June 5th Business Week, June t 

7th and 21st Newsweek, June 19th Saturday Evening > 


ed to white lamp shades, and moved years of General Electric research... which 
reading lamp to better position. have been making G-E MAZDA lamps better 








Post, ime, k, and . 
a fon tite. and 21st Time, June 15th Look, an tied ia , and brighter every year. 
SG 
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FROM THE DAY the first bombs fell at Pearl Harbor, we here at 








Regi 





1a pledged ourselves to all-out war ettort—to keep produc- 














tion moving ever forward—to maintain the highest standard of 




















} 





precision and emciency 














[he greatest reward for our ettort came with the ringing 





















heers of the attack force on the day of the history-making, 


























thousand yard wide aerial bombardment that cracked the Tunis 











line. We felt we were fighting right behind those boys, because 














he bombs that smashed 





the enemy, could have 














been the product of our hands 

























n there pitching every day, Mr. Patterson, and 


expect praise for our effort—its nice to get 


another pat on the back. The fact that we were among the first 


Army-Navy E award last August filled us with 
latest recoygnitiion— 
the WHITE STAR AWARD 


“for continuous meritorious service” 


will inspire us to even greater accomplishment until victory is 


ours. Thanks for 


your encouragement, Mr. Patterson 


AND WOMEN OF REGINA 


THE REGINA CORPORATION # RAHWAY «+ NEW JERSEY 
























ERSON, UNDER SECRETARY OF WAR 


| out an 





These pupils from Emerson School, San Francisco, may spring from a variety of nationali- 


ties, but as American children they are wide awake to current world affairs. 


Here, 


Ying Yuen, (Chinese) conducts a lively discussion with James Yount (American); Tenia 


Karas (Greek); Anita Alyea (Swedish-French); 


Harold Auerback (Hebrew); June 


Antinolfi (Russian) and Edwin Johnson (colored), as they gather around the school's 


FM radio. 


F-M Radios for 
San Francisco Schools 


NE of seven public school sys- 
O tems in the country to install its 
»wn Frequency Modulation system, the 
San Francisco school department has 


recently inaugurated a regular system 
supplement other 


“school-casts” to 


educational mediums in its  curri- 
ulum. 
An experimental frequency modula- 
mm system located in the Samuel 
Gompers Trade School has_ been 
yperated by the San Francisco Board 
Education for some years. Last 


they purchased and installed in 


each of the city’s 80 public schools a 


frequency modulation radio receiver 
(G.E.) to direct specially chosen edu- 
mal and musical programs to 
1001 children. These broadcasts in- 
ide cut events, opera, musical 
ph Ty ) s and speeches by men 
nent in world affairs. 


“School Cast” Popular 


l-merson which was the 


School, 
st to receive delivery of the radios, 


imented with all 


has expel forms of 
this air-borne educational material. Ac- 

irding to Miss Pauline Ryder, prin- 
cipal, the program most popular with 


he pupils is the “school-cast”, a 


special arrangement of current events 
broadcast three times a 
Dwight Newton of KYA. 
grams center about five questions of 

which the newscaster 
discusses and answers. 
The students participate by previous 
classroom preparation, follow the pro- 
and later carry on 
further discussion. 


1 
week by 


These pro- 


the moment, 
thoroughly 


grams on maps 


Other similar stations owned by 
public schools in other cities include 
those in San Diego, Calif.; Chicago; 
University of Illinois ; Memphis, Tenn. ; 


New York City and Buffalo, N. Y. 


o 
Scratches Self 
With Vacuum Cleaner 
UGENE P. KAHAN, a Milwau- 
kee vacuum cleaner dealer, who is 
in a hospital in a cast, has worked 


invention that has doctors 
interested. 
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The curse of lying long hours on 
back in a plaster cast is that 
when one itches, one cannot scratch. 
Thick plaster covers up the spot. 
When Eugene Kahan suffered this 
way, he had an idea. He had a 
vacuum cleaner sent to his bedside 
and stuck a tube into the blowing end 
of the cleaner. Attaching a flattened 
nozzle to the end of the hose he pro- 
blow hot air beneath the 
skin. Perspira- 
and the itch disappeared. 
attaching an _ insecticide 
Kahan blew comforting tal- 
cum powder beneath the cast to pre- 


one’s 


ceeded to 
cast and 
tion dried 
Later, by 


across his 


sprayer, 


vent chafing. 


Crane Co. Plans for "V" 
Day 


N a booklet recently sent to home- 
owners, Crane Co., one of the big 
three manufacturers of plumbing sup- 
plies, advances a guess as to some of 
that will i 


the things eventually be in 


homes after the war. Following are 


some of the suggestions 


g 
1. Everyone has wished for a lava- 


tory in the bedroom Why not a 


combination unit? A lavatory, medi- 
cine cabinet and hamper for 
clothes combined in a compact single 
fixture. 

2. Controls for the bathtub might be 
molded out of plastics 

3. Perhaps home owners might like 
a unified bathroom. Lavatory and 
could. be on one side of the 
partition and bathtub and shower on 
the other, and the piping run up be- 
tween the partition. In effect, tub, 
lavatory and closet would be in one 
piece. 

4. An island bathroom unit is an- 
other suggestion. The bathtub, lava- 
tory and closet could be molded into 
one unit and placed in center of the 
bathroom. 

5. Facilities for washing lingerie 
may be desired in tomorrow’s bath- 
room. How about a lavatory, dental 
basin, small electric clothes washer 
and dryer in one combination unit? 

6. Tomorrow’s home owners will 
want a separate dental lavatory for 
brushing the teeth. 

7. A clear plastic spout might be 


soiled 


closet 
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RADALK, the secret weapon, tells 
the story of PHILCO at war? 


When the Army and Navy released the secret 
of Radar, the sensational story of Philco’s vital 
contribution to Victory was officially revealed. 
Radar, the fabulous weapon that pierces fog, 
storms and darkness and seeks out the enemy 
beyond the range of human eyes and ears, is one 
of Philco’s major war assignments. 


Throughout its overwhelming leadership in radio, 
Philco laboratories pioneered in the science of 
ultra-high frequency radio waves, upon which 
Radar is based. When the Jap struck, Philco 
was ready to answer the call of our fighting forces 


for ‘‘impossible’’ deeds of Radar development 
and production. Today, theirs is the most dra- 
matic story that has yet been told from the annals 
of war production. 


Even more important will be the peacetime 
sequel to these Radar achievements. In radio, 
television, refrigeration and air conditioning, only 
the future can reveal the untold progress that 
will appear under the famous Philco name... 
and the greater opportunities that will unfold to 
appliance dealers in Philco products and the 
Philco All Year ’Round franchise. 


PHILCO CORPORATION 


OUR WAR PRODUCTION PLEDGE: 


1943 


MORE ¢ BETTER » SOONER 
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Ret 
a 
THESE GIRLS 


are helping to sell 



































your post-war washers! 


HESE Moroccan hepcats appearing in Lovell 

National advertising, are working now to help 
you sell Lovell-equipped washers after the war! 
Right now, of course, no washers or Lovell Wring- 
ers are being made. But Lovell is advertising the 
advantages of Lovell-equipped machines today in 
The Saturday Evening Post and Good House- 


keeping to make your post-war selling job easier. 





Each ad features one of the basic superiorities of 
Lovell Pressure Cleansing \\ ringers, like the ac- 
tion of the balloon rolls shown above. Also given 
are a list of handy hints on how to keep washers 
in repair for the duration. Many surveys have 
shown that a Lovell Pressure Cleansing Wringer is 
one of the strongest sales points a washercan have. 
[his advertising will help to keep it that way! 


Lovell Manufacturing Co., Erie, Pa. 


* * * 


Watch The Saturday Evening Post and Good Housekeeping 


for a more formal introduction to these Moroccan cuties! 


PRESSURE | 
CLEANSING 
-WRINGER 








| factory-built 


| -and 


practical installation the 
bathtub. 

8. Why not a peninsular kitchen? 
Refrigerator, stove, sink and storage 
compartment could be located in a 
service bar between the kitchen and 
the dining room. 

9. A table might be built to slide 
through a partition between the 
kitchen and the dining room and could 
be used in either room. Or it could 
be folded up out of the way if desired. 

10. Handles of hot and cold water 
controls might designed that 
their position would indicate tempera- 
ture of the water the spout was de- 
livering. 

11. With the tendency toward 
smaller homes, it might be a good idea 
to place the entire kitchen at one end 
combination living room and 
dining room and partition it off with 
a sliding or rolling partition 

12. Packaged laundry. The 
ing machine, laundry tubs, cabinet for 


lor over 


be so 


of a 


wash- 








storing dirty clothes, ironing board 
and a hot plate for boiling clothes 
might be combined in a single unit. 

13. A pure white ceramic laundry 
tub would be easy to look at and easy 
to clean, and could be mounted on a 
streamlined base. 

14. Maybe light and heat could be 
furnished by a ceiling fixture. 

15. A combination portable space 
heater and room cooler might be pro- 
duced which could be plugged in any- 
where. 

16. Panel heating is possible with 
the pipes placed below the floor and 
steam or hot water circulated through 
them. 

17. A combination warm air furnate 
could be sold with metal chimney, 
ducts and registers, all in one piece of 
packaged equipment. 

18. Hot water, steam or warm air 
might be circulated at the floor (around 
the baseboard) doing away with 
radiators and registers. 





Dept. Store Plugs "Home of Tomorrow" 


12-PAGE supplement to the Seat- 
tle Times announced the “Home 
of Tomorrow” promotion staged by 
Frederick & Nelson of Seattle, Wash., 
recently. 
Among the innovations which were 
predicted for postwar ,living were: 
homes with detachable 
attachable room units; kitchen 
range-refrigerator-sink-cabinet combi- 
nations which can be traded in from 
time to time for newer models; bet- 
ter insulations; air conditioning; 
homes heated by wall-panel and floor 
radiation; germ-killing light; single 
power units in the home which may 
operate heating equipment, laundry, 
refrigeration and kitchen appliances; 
heated towel racks and light panels 
for bathrooms; and television. The re- 
frigerator it predicted, will 
built-in to the kitchen unit and 
have half a dozen different compart- 
ments, each with its own glass door, 
providing each a different tempera- 
A quick-freeze unit will be part 
ry with a 
storing frozen foods. 


be 
will 


1S 


ture, 


nome, 


compartment 
The range 
future will be provided with a 





built-in pressure cooker and will have 
a special broiler: unit. The toaster 
and coffee maker will be considered as 
part of the range, just as mixers, 
juicers and other small appliances will 
be included as a matter of course 
among the work tools of the kitchen. 
Dishwashing and garbage disposal will 
be electrically taken care of. 


Panel Lighting 


Lighting is to be done for the most 
part by means of panels, controlled by 
“electric eyes” to vary the illumina- 
tion as needed. Variations in color 
will be provided so that on special 
océasions the entire mood of the living 
quarters may be changed. The kitchen 
is to have many illumination panels— 
one in the ceiling and others under 


the cabinets to shed an even light 
on all working surfaces as desired. 


Mrs, June Simpson, home service rep- 
resentative of the Puget Sound Power 
& Light Company was a guest lec- 
turer in the Wartime Nutrition School 
in the Frederick & Nelson auditorium 
during the week. 





-Vindow display used ‘in the "Home of Tomorrow" promotion recently staged by 


Frederick & Nelson, Seattle, Wash., gives 
like after Victory. 
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few quick ideas of what the kitchen will look 
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LOOK FORWARD-GO FORWARD 
WITH’ NORGE! 


WHAT WE KNOW ABOUT 
THE FUTURE 


We know the United Na- 
tions are going to win the 
war. We know there will be 
a tremendous pent-up post- 
war demand for home ap- 
pliances. We know that 
Norge will be in a position 
to give its dealers and dis- 
tributors products to sell as soon as, or sooner than, 
any other manufacturer. We know that the good- 
will consumer advertising we are doing now—and 
the merchandising and selling aids we shall offer— 
will keep Norge well up front in the home appliance 
field. There’s a great future with Norge! 


a nee ae 


President 













THE N. J. OF M. O. IS 
ae FINDING OUT 


Through the Norge Jury of 
Marketing Opinion there is 
being built up a mighty 
structure of opinions and 
suggestions of immense in- 
terest and benefit to Norge 
dealers. This wealth of mar- 
keting ideas will provide a 
basis for greatly increasing 
the post-war sales of Norge 
dealers, because they will 
help you know and serve 
your customers better. 
There is a great future with 
Norge. 
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There’s a 
Great Future 





NORGE 


NORGE SALESMEN: ARE 
SELLING EVERY DAY | 








In every Norge home there is one or more Norge 
salesmen. Quietly, efficiently, effectively, they are 
demonstrating every hour of every day that the 
housewife can’t beat Norge home appliances’ 
utility, dependability and economy. At the same 
time, the service and counsel of Norge dealers are 
adding good-will to satisfaction. There’s a great 
future with Norge. 


KEEPING NORGE BEFORE 
MILLIONS OF 
HOMES 


Always one of America’s 
foremost advertisers, 
Norge is keeping the 
Norge name and Norge 
values before the house- 
wives of America with 
full-page four-color ad- 
vertisements in national 
publications having a 
wide circulation in millions of the best homes in 
America. And that’s only the beginning! There’s a 
great deal more to come. Your customers will know 
and remember Norge when the war is over! There 
is a great future with Norge. 





NORGE 
A Borg-Warner 





With Norge Industry 
HOUSEHOLD APPLIANCES 
When We Win—See Norge Before You Buy 
Merge Division, Borg-Warner Corp., 670 E. Woodbridge St., Detroit, Mich. 
E Only pre-war producer of a complete line of — ROLLATOR REFRIGERATION * | 


pa 
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She'll want to make them 





Richt n 
out a good many things for 
. and glad 
ly, too! But when the 


is Over, She 


w she’s doing with 


Johnny's sake 
wal 
is going to get 
some of the kitchen help 
that she deserves 
on her 
list of post-war kitchen aids 
is, of course—a KitchenAid. 
It’s going to be.a Kitchen 
Aid because 


And number one 


she’s seen the 
time and trouble theseswift, 
efficient mixers have saved ¢ 
her friends throughout the 

Wal 
their 


when 


She’s noticed, too, how 
KitchenAids kept running 
bargain” mixers broke 
ouldn’t be repaired. So 
that’s why she wants to be per 
manently free from the scores of 
tasks she KitchenAid 
will 


This market is 


down or 


knows a 


do! 


growing every 


Another partner 

t-war progre the 
KitchenAid Coffee Mill 
It will be in the foref t 
f nee ee 





While 
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KITCHENAI 


When Johnny comes 
marching home- 


=. = 


with a 


thousands of 


day as 


patriotic 
American women lay plans for 
future freedom from kitchen cares 
—plans that include a Kitchen- 
Aid. It will pay you to decide 
NOW to share this rich market’s 
rewards—when Johnny comes 


marching home! 
KitchenAid now appearing in “Ameri 


a2 
2A: 
can Home and “Better Homes & 


«w\ Gardens These 6,000,000 readers 
represent the front rank of your 


er | KitchenAid post-war market 


HERE'S WARTIME HELP FOR POST- 
WAR SALES—Watch the campaign on 


TODAY Hobart facilities are fully devoted to wartime work 
you wait for the KitchenAids of the future, re 


nber- 


they'll be well worth waiting for 


THE HOBART MANUFACTURING COMPANY 
KitchenAid Division 7 





Troy, Ohio 





W hat 2,000 


Dealers Feel 


A bout the 


Postwar Ironer Market 


By W. RICHARD DABNEY 


Sales Manager 
lronrite Ironer Co. 


VER since the Detroit Tigers 
won the World Series in 1935, 
Malcolm Bingay has had an in- 
teresting feature in the Detroit Free 
Press entitled, “Iffy the Dopster.” 
Originally an amusing line of gossip 
on baseball prospects, this feature has 
since been used as the basis of inter- 
esting comment on government, poli- 
tics, economics, war and other current 
news happenings. 
I am reminded of this newspaper 
feature as I study the results of a poll 
we recently conducted 


among some 
4,300 Ironrite dealers to determine 
what Ironrite dealers were thinking 


and what they were planning on doing 
now and after the war. 

rhe reader will quickly see why any 
urvey such as this is bound to be 
rtheless the results of 
nvestigation should be of timely 

and help to all appliance deal- 
ers. No one knows how long the war 

going to last, what farther business 





ll be after the war, 
but every appliance manufacturer, in- 
lud yurselves, is studying the sub- 
refully as possible and mak- 
ing plans to anticipate probable future 
lealer problems and needs. 
which I refer to was 
more than four thousand 
Ironrite dealers, and replies were re- 
‘eived from more than half of them. 
Answering the question, “Do you 
plan on remaining in business for the 
duration”? 1,925 dealers said they did; 
286 said they did not, and 40 didn’t 
know. This would seem to indicate 
a relatively stabilized dealer situation 
further shrinkage is apt to 


[he survey 


mailed to 





in which 
be small. 

Some further light is no doubt 
thrown on this first question by replies 
to our second question; namely, “Are 
you operating a service department?” 
Service is evidently an important 
source of dealer revenue as 1,669 deal- 
ers out of 2,068 said that they were 
operating service departments, 

Asked more specifically whether 
they would be able to service Ironrite, 
1,626 dealers said they would, while 
366 said they would not. A few were 
undecided. 

A very interesting estimate of post- 
war appliance demand is found in our 
dealers replies to the question, “What 
major appliances will you concentrate 
on after the war?” Ironers finished 
in third place; secondary only to re- 
frigerators and washers, and far ahead 
of ranges, radios and vacuum cleaners. 
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Dealer resourcefulness and ingenuity 
in finding other merchandise to sell 
for the duration were emphasized by 
a long and varied list of newly added 
merchandise items. 

Among items mentioned were air 
conditioners, bedding, building ma- 
terials, kitchen cabinets and _ sinks, 
floor coverings, dishes, farm equip- 
ment, furniture, lamps, household fur- 
nishings, bottled fuel, gifts, hardware, 
ice boxes, musical supplies, paints, 
pianos, plumbing and heating units, 
radios, ranges, records, sporting 
goods, toys, travelware and wallpaper. 
Some unusual items such as air raid 
sirens, baby chicks and saddles were 
also mentioned. 

All in all, our survey, for which we 
take this opportunity to thank our 
dealers again, shows that the success- 
ful appliance-minded individual is a 
keen, resourceful, hardy individual, 
able and willing to adjust his opera- 
ti the best of his ability, and 
mvinced of the profitable long 
range appeal of appliance merchan- 


ion to 


firmly c 





writer’s personal opinion, 
very little “iffing”, that 
automatic ironing will be one of the 
major appliance sales opportunities of 
the past war market. Our advertis- 
ing campaign in ELecTrIcAL Mer- 
CHANDISING and Ladies’ Home Journal 
is premised on what we think the 
after-war ironer market will be. 
When Ironrite comes marching home 
again, the probability is that he will 
find plenty to do. Our job now is to 
keep his opportunity alive and active. 


hitched with little 





The Silex Co. of Hartford, Conn., manu- 
facturers of glass coffee makers, announces 
the appointment of Harry J. Dillon as dis- 
trict manager, with headquarters in Cincin- 
nati. Mr. Dillon's territory will comprise 
southwest Ohio, Indiana, and Kentucky. 
Harry Dillon was formerly with the Toast- 
master Products Division of the McGraw 
Electric Co. 
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48 PAGES OF WARTIME CANNING INFORMATION. 
DETAILED “HOW TO DO IT” INSTRUCTIONS ON: 


1. Four methods of home canning. 


3. Brining foods. 


Here’s a book that’s a natural. Some- 
thing that’s going to be eagerly wel- 
comed by the hundreds of victory 
gardeners in your community. 

For the fact of the matter is this: 
To many women, canning is a new 
experience. Also, they’re shy of in- 
formation on other methods of food 
preservation—such as dehydration, 
brining and quick freezing. 

You can do these women a real 
turn, and at the same time render a 
patriotic service, by offering this 
complete, up-to-the-minute volume. 

Prepared by Julia Kiene, Direc- 


tor of the Westinghouse Home Eco- 
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4. Quick freezing. 


2. Dehydrating fruits and vegetables. 


5. Storage in pits and boxes. 


nomics Institute, it’s brimful of 
hints and tips—and it answers just 
about every question on food pres- 
ervation that a woman could ask. 

The Home Canning Guide car- 
ries a price of 10c on the cover. 
Most retailers will give it away, 
however, and in so doing will find 
themselves taking a lot of bows 
from grateful customers. 

Price to you is $4.50 per hundred, 
f.o.b., Mansfield Ohio. The canning 
season is here. We suggest you 
place your order at once with the 
Westinghouse Electric Appliance 


Distributor who serves your area. 
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Accomplishment! 


BY THE MEN AND WOMEN OF 


DRIVER-HARRIS 





“For more than seemed reasonable 


or posstble a year ago” 


The men and women of the Driver-Harris 
organization deeply appreciate the honor 
of having conferred upon them the Army- 
Navy production award for high achieve- 


ment in the production of war materiel. 


The Army-Navy “E” pennant over the 


plant will inspire this organization of war 


workers to even greater efforts. 





DRI\/ER-H AS COMPANY 
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By R. C. COSGROVE 


Vice-president and general manager, 
Vanufacturing Division 
The Crosley Corporation 


rator man- 
turning out 


ON’T expect refrige 
ufacturers to be 


“dream models” of the ultra- 
modern refrigerators you may have 
seen pictured, as soon as the war is 
ver. 


Eventually, we will be having do- 
mestic refrigerators and peace-time 
appliances such as had not even been 
thought of before the war, but not 
immediately, 

Some people feel that manufacturers 
may be making some civilian refriger- 
ators within a year from now. The 
government has consideration 
making available material for 
purposes on peace-time 
refrigerators and other household ap- 
pliances next fall. 

Within six months after permission 
is given to go ahead, we can be mak- 
ing domestic refrigerators. This 
doesn’t mean the creations in plastics 
that have been pictured but the 1942 
refrigerators with some few improve- 
ments. 

It will take an extensive period of 
testing before we would feel safe in 
going ahead on plastic refrigerators, 
as it would be very expensive to a 


under 
some 


| company to produce a line of refriger- 


ators that would fail in service. 

Within four to five months after in- 
dustry has been told that home radio 
sets can again be made, we can be 
making them—the same kind of radio 
receivers being produced when civilian 
production stopped, with some im- 
provements. 

We are planning at Crosley, as all 
industry is planning, to keep employed, 
after the war, the many additional 
thousands of persons we have added 
to our payrolls to help get out the 
immense volume of war products. 

There will be tremendous manufac- 
turing after the war and none 
yf us want to go backward. We want 


capacity 
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to keep all of our people busy. 

Most of us believe that Germany 
will be knocked out of the war first, 
and that Japan will be defeated some 
time later. If the attrition idea of 
carrying on the war prevails, we may 
get into the gradual production of 
home radios and other peace-time 
products earlier than otherwise. The 
transition from war to peace-time 
products could then be made without 
much trouble. 

The radio industry’s volume before 
the war was $325,000,000 while, last 
year, it turned out a total volume of 
war radios amounting to $1,200,- 
000,000. 

Just after the war ends, there will 
be a huge pent-up demand for goods 
and there will be war savings with 
which to buy them. After that, sales 
will not come so easily and they will 
require a lot of hard digging. 

The principle of free enterprise, as 
contrasted with the dictator-ruled labor 
of the Axis countries, had been strik- 
ingly vindicated by late developments 
on the various war fronts. 

Germany, Italy, and Japan had been 
preparing for this war for ten years. 
They had been getting war experience 
in Manchukuo, Spain, China, Ethiopia 
and elsewhere. 

It is amazing to our American sys- 
tem of free enterprise that we have 
been able in less than two years to 
out-produce and put upon the defen- 
sive these dictator nations that had 
been making preparations for a decade 
past, 

There were many difficulties attend- 
ing the conversion of manufacturing 
facilities from peace-time to war pro- 
duction, plants like those of Crosley 
had to convert entirely and not merely 

li product 


slightly change the type of 
making to adapt it to 


s 


been 


they had 
war requirements. 
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We knew we would lose many of 
our skilled men when the government 
needed them and we had to train 
women and less-qualified men. Intri- 
cate items are being made largely by 
women. if it’s hard to get your watch 
repaired these days, it may be because 
Crosley hired all the expert watch- 
makers that could be found in the 
Cincinnati area for this kind of work. 

We faced and met serious problems 
in supervision and up-grading while 
our volume was climbing from one 
million to $8,000,000 a month and 
still climbing. 

I want to urge that proper recog- 
nition be given to the men and women 
in between “labor and management” 
for their part in industry’s role in the 
war. 

There are at least a dozen of these 
white-collar groups who are getting 
the job done. They are folks who are 
working 10 tnd 12 hours a day and 
often taking their work home. Among 
them are the research and production 
engineers who must follow through on 
the engineering changes and make 
things work. 

There are the draftsmen and the 
people in the purchasing division. 
Today, we at Crosley are buying from 
more than 2,500 outside sub-contract- 
ors and suppliers, with resident buyers 
in many of the important centers, who 
scour the country to find the plants 
that can supply what we need. 

To them, we must add the people in 
planning and scheduling, in plant engi- 
neering, and in employee relations. 





here are the expediters who speed up 
the production and shipment of essen- 
tial parts. 

Much credit is due to the foremen 
and supervisors who set the pace for 
production and keep it going. There 
are the inspection and test people 
We now have more than 1,100 in- 
spectors or one for every seven 
workers. ” 

Control and operation of traffic and 
shipping activities is one of industry’s 
most important tasks. Today, this is 
being done under very unusual condi- 
tions. To the accountants, also, much 
credit must be given. These are the 
people who often work night and day 
to give management the facts. 

Of the total of $247,442,000,000 
which has been appropriated for the 
conduct of the war, $88,159,000,000 
has already been spent, leaving $159,- 
283,000,000 still to be spent. 

Most of the materiils for which 
this money has been appropriated have 
actually been produced for less than 
was first anticipated. 

The monthly production total by in- 
dustry, in March, of $7,094,000,000 
will be increased gradually each 
month until about October. 

To sum up, industry has done a 
tremendous job in spite of serious 
handicaps. The value of its accom- 
plishment has been generally recog- 
nized and there is less sniping at free 
enterprise. 

If the intensity of the war lessens 
gradually, as many expect, we should 
be able to go back into civilian produc- 
tion by easy stages and thus hold 
up our personnel satisfactorily. Then 
we should go into rapidly accentuated 
yearly changes and improvements in 
products, but don’t expect too great 
changes too soon after the war. 


ELECTRICAL MERCHANDISING—JUNE, 1943 








Healthful Living Througl 


Home Frozen Foods - 


ee bringing America 
Vitamin-Rich Diet... 


the f / 
Year nound, 
NATIONALLY FAM 

INDUSTRIAL DESIGNER 


Among the many promised marvels in the “home of when plentiful supplies make prices lower—and quickly 
tomorrow’ will be a NEW kind of home refrigeration. frozen for use weeks and even months later. The 
It will revolutionize food buying habits. It will bring American family will enjoy, at daily meals, a wider 
(America a new idea in healthful vitamin-food variety choice of meats, poultry, game, vegetables, fruits, ber- 


ries—all kept within easy reach in their new BEN-HUR 
FARM LOCKER PLANT. 

Today, at Ben-Hur—it’s “all out” War Production. 
But, when “V-Day” is here we will be ready with this 


all the year ’round. 


It will mean Fresh Frozen Foods in FROZEN STOR- 
AGE right in your own home. . . . Foods taken fresh 


from the garden, at their best—or bought in season 


“new sensation in food preservation.” 


ARMY-NAVY "E" 


Awarded Ben-Hur for BEN-HUR MFG. Co. 


Excellence in War Production Established in 1911 
634 EAST KEEFE AVENUE MILWAUKEE, WISCONSIN 


UW 








remember 
the % 


FARM LOCKER PLANT « « 


Buy your WAR BONDS today — and your Farm Locker Plants after the war. 
PR See  —tl™ 
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Uncle Sam needs scrap, but 
doesn’t want you to throw 
away irreplaceable things 
- like fans- that contribute 
to wartime efficiency. 


Until the war is won, no more Emerson- 
Electric Fans are being made for civilian 
use, because their manufacture involves 
many critical war materials. All the fans 
now produced are for the Army, Navy, 
and other essential War Services. 

Se, if you own an electric fan—no mat- 
ter what make—take good care of it. 
Then, when hot nights come, its cooling 
breezes will help you get refreshing sleep 
and keep you up to par. That is important. 

If you own an Emerson-Electric Fan, 
you are fortunate. Its exceptional quality 


and long-life construction are greater assets 


MOTORS FANS 











THAT FAN 


now than ever before—they make your 
fan worth the care a superior product 
deserves. 

Backed by the famous 
Factory-to-User Guarantee”—many 
Emerson-Electric Fans are still going 
strong after 25 and more years of service! 


EVERYTHING EMERSON-ELECTRI 


"5-Year 


THE EMERSON ELECTP 
MANUFACTURING C 
SAINT LOUIS 
Branches: New York + Detrou « 
Lee Angeles « Devenport 





EMERSON £5 ELECTRA 


* APPLIANCES * 


Here..Here.. 


Artillery Ammuninon 





ISN’T SCRAP! 





YOUR FANS NOW! 


To get the best possible service from 
your Emerson-Electric Fans, follow these 
suggestions 

1 Don't wait. Check your fons now ond you 
will be wre they are ready when you need them. 


2 Wf they opercte sotisfactorily, clean them 
hore — — | 


e <i) 














3 If there is any unusual noise or vibration, 
due to worn parts, or faulty electrical con- 
nections, take the fan to your Emerson 
Dealer or Electrical Repair Shop to deter- 
mine whether it can be repaired. (Generally, 
if your Emerson-Electric Fan is not more 
than 20 years old, parts are available.) 


7 
= —% os! 
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Timken Gets Big Response 


Returns from current Timken national ad- 
vertising indicate a tremendous interest in 
post-war housing and post-war appliances, 
according to T. A. Crawford, general sales 
manager. Each Timken ad features a post- 
war house designed by D. Allen Wright, 
with an offer of a free booklet. 

More than 35,000 requests for the booklet 
were received from a single ad. With each 
booklet a questionnaire was enclosed asking 
for information on types of appliances pre- 
ferred, order of importance of various ap- 
pliances to householders, shortcomings of 
present appliances, and suggestions for 
post-war products. Some 12,000 question- 
naires were returned in the first four weeks. 


Northern California 
Bureau Merger 


Pacific Radio Institute has now 
merged with the Northern California 
Electrical Bureau, thus completing the 
centralization of electrical Promotional 
groups in this area. The Bureau, with 


The 


which was already incorporated the 
Northern California Electrical Appliance 
Society, now operates under five active 
sections—lighting, wiring, appliances, 
radio and education, in charge respec- 
tively of Edward J. Duggan, J. New- 
ton, B. M. Tassie, A. E. Rowe and 
George C. Tenney. 

Local units will function as hereto- 
fore, merely changing the name from 
the Pacific Radio Institute or the North- 
ern California Electrical Appliance So- 
ciety to that of the Bufeau, expanding 


to cover the five departments of activity. 
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| tive 


Headquarters remain at the Western Fur- 
niture Exchange and Merchandise Mart, 
San Francisco. ° On the executive com 
mittee in addition to the above are Chas. 
W. Goodwin, Jr., George W. Abbott, 


\. H. Meyer and Bert W. Reynolds, 
chairman. Officers of the Bureau are: 
Louis J. Breuner, president; Chas. W. 


Goodwin, Jr. vice president; A. E. Rowe, 
treasurer; O. E. Doerr, secretary; and 
B. W. Reynolds, chairman of the execu- 
committee. 

Plans for 1943 include advisory service 
in whatever capacity required to dissemi- 
nate pertinent information to help meet 
such problems as the industry and the pub- 
lic may face. Activities of the lighting 
counselors will necessarily be somewhat 
curtailed this year, but an educational 
program is to be continued for retail store 
lighting salesmen and cooperation with 
the Sight Conservation Council will be 
maintained, laying the foundation for an 
enlarged program when the war is over. 

The “Durationize Your Appliances” 
program will be carried on, with in- 
creased emphasis on the training of ser- 
vicemen as the labor shortage becomes 
more acute. The original training schools 
are to be continued and supplemented 
with at least two more, one in San 


Jose 
and one in Stockton. 


All Stoves To Be Rationed 


Rationing of heating and cooking stoves 


that burn coal, wood, oil or gas will be- 
gin on a nationwide basis late in June, the 
Office of Price Administration announced 
in May. Six types of stoves are in- 
cluded, coal or heating stoves (including 
laundry stoves), but excluding water 
| heaters; oil heating stoves, gas heating 
stoves, coal or wood cooking stoves, oil 
cooking stoves and gas cooking stoves. 
Electric stoves and heaters, water heat- 
ers, floor furnaces, central heating equip- 


ment, and heating and cooking equipment 
designed especially for agricultural, com- 
mercial or institutional use are exempted. 


} 


| the public at 


| Philadelphia Urges Dealers to Buy 


Old Appliances From Public 


Association's Summer Appliance Service Plan 


The summer program of the Electrical 
Association of Philadelphia, embracing a 
comprehensive electric appliance service 
program, and running from June 15 to 
September 1, was announced to 128 deal- 
ers who attended the meeting recently, 
accordingly to John A. Morrison, man- 
aging director of the Association, who 
described the results of the Electric Ap- 
pliance Service Plan, which began in 
March 1942. Twenty-one dealers signed 
up for the Summer Program, and it is 
expected that sixty or seventy more will 
join in the next two or three weeks. 

According to Mr. Morrison, Philadel- 
phia dealers in 1942 repaired 260,000 ap- 
pliances. As of March 1943, the average 
repairs per dealer, per week, were fifty- 
three units, and using this average as a 
basis, it is interesting that total repairs 
in 1943 will reach the 450,000 mark. 

The crux of the new Summer Service 
Program is the promotion of an effort by 
dealers to buy worn-out appliances from 
“10¢ a pound.” 

Many thousands of worn-out, small ap 
pliances, now stored away in attics, cel- 
lars, and on shelves, if they could be 


| gotten into the hands of the dealers, would 


provide usable parts such as_ handles, 
units, soleplates, thumb rests, switches, 
springs, nichrome wire, indicators, bear- 
ings, brushes, plugs, terminals, knobs, 
grids, legs, grill wires, lead wires, handle 
| bolts, clocks, cases, sockets, blades, 
thermostats, screws, trunions, washers, 
mica washers, bases, receptacles, gears, 


cord and the like, according to the plan. 

The problem is how to get these usable 
parts. After considerable study, survey 
of the market, and analysis, the Associ- 
ation decided the answer was to buy them 
from the public 














A series of advertisements were writ- 
ten, carrying the names of participating 
dealers. This program is expected to ac- 
complish three important things: First, 
to provide dealers with a supply of parts 
which means continuance of their repair 
business; second, continue the excellent 
work being done by the dealers in keep- 
ing up civilian morale through keeping 
appliances in working order; and third, 
contributing to the scrap drive 

To join in this plan it costs the dealers 
only $5. 


Swap Service in Buffalo 


SWAP service for the exchange of 

old appliances among customers has 
been opened in the various branches of the 
Buffalo- Niagara Electric Corporation, a 
division of the Niagara-Hudson’ Power 
( -orporation, 

Customers bringing in soaiiauens have 
them checked to ascertain operating con- 
dition. When repairs are necessary, util- 
ity employees suggest where to have them 


made. If it is all right, the utility man 
and the customer agree upon a fair price 
e 
Auto Dealers Survive 

The first 17 months of the war has 
done little jarring of the distributing 
framework of the automobile industry. 
Four out of five car and truck dealers 
are still in business, according to Auto- 
motive and Aviation Industries. There 
were 33,250 dealers operating March Ist 


compared to 40,537 on January Ist 1942. 





One hundred twenty-eight Philadelphia dealers attended the Association’s-dinner meeting where their Summer Service Plan 
was launched. Twenty-one dealers signed up for the plan at the meeting, and sixty or seventy more are expected to join up. 
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Toastmaster Celebrates War Bond Drive 


















FOR 


¥ )ost-War 


SELLING 
Over a miui08N 


SATISFIED USERS 












McGraw Electric Company employees celebate the successful conclusion of their April 


War Bond Drive. They exceeded their quota by over 50%, and will purchase three 
20 m.m. anti-aircraft guns instead of their qgiginal quota of two. Among other muni- 
tions now being made by McGraw Electric are shells used in these 20 m.m. anti-aircraft 
guns. 


Women Being Trained 
for Refrigerator Service 


pany reports, that today they are rebuild- 
ing approximately as many parts as they 
are shipping. Another company states: 
“The use of renewal parts is held to a 
minimum by making repairs of used 
parts. Wherever possible, parts in less 


“a . 
esuntlite 
demand are used as substitute replace 


ating efficiently to prevent waste of any ments for parts in greatest demand. 
IRONING PAD SET vital foods, it was dis losed recently by \lso, when any part, such as a motor 
the National Electrical Manufacturers | or control, is replaced, it is returned to 


Association as the factory for reconditioning or re- 
Charles R. D’Olive, « claiming of any of its integral parts.” 


Household 


NEMA Reports on Progress 
of Educational Program 
Women are now being recruited in 48 


states to help keep the nation’s 19,000,000 
electrical housel hold refrigerators oper- 


hairman of the 
Refrigeration Section of 


Don't gamble with your post wal Plans Look to sales NEMA, reported that many major man- ° 
tested merchandise for pronts that stay put Over 1,000,000 ul ne Pe of electric reirigerators have 
' organizes service training programs in s 
tisfied Sunlite users are solidly behind this new idea in Scents ai eal dex Ge aan ea N.A.M. Hits Post-War 
ironing. That's your guarantee boys are filling the ranks skilled Installment Plans 
appliance service men who are now im 
Here's one new product that is designed and tested for wl armed rs J pi mans a wy ond _The board of directors of the Na- 
, ; usty © Sponsoring Cass po tional Association of Manufacturers 
romorrow s mi irket It's the old ironing pad brought up grams to train the women 1n the homes recently revealed its opposition to va- 
) nothen the fe ot their refrigerators . tae : - + “a re 
to date with time saving plastic It saves ironing strokes oO tong: san ee . sags ol ee =e 
;' . , —_ for postwar delivery, including the Nu- 
lips off hours of ironing time while saving clothes from Three Main Objectives gent Plan, most publicized of the 
over-ironed” discard “This program,” said Mr. D’Olive, “is | numerous “installment selling - in - re- 
lesigned as an aid to dealers employing | verse” ideas. 
’ service staffs m to he “ustomers > ard agrees witl secre- 
Right now National Consumer advertising is selling the rvice staff and t customer The NAM be ird agrees with Secr« 
‘ ‘ served [here are, he said, three main | tary of the Treasury Henry Morgen- 
26,000,000 electric iron users. When you again sell irons objectives thau and others, that proposals such as 


wT F he Nug "1 oul om » di- 

make the sale C-O-M-P-L-E-T-E with the addition of one 1. Help dealers provide dependable oe bg Pi ~ ~es ge d 

: - “a . ectly - Sale O Ni DO Ss. 
f these Sunlite W aterproot Ironing Pads which incl- pty by hag i Bes ati Four basic reasons for opposing this 
lentall BOR da ey: sn - . cera one OF Prowensg Cue Part type of buying for postwar delivery 
dentally increases your prot on the iron 355 1/3 percent. 2. Promote conservation of renewal vere listed as follows in th lution 
. . . ° were sted aS Iolows ne resol 10 

In the meantime our facilities are working for Uncle Sam parts by showing service staffs how to adopted by the board 


and Victory 


THE SUNLITE MFG. COMPANY 


repair old parts, and by re-operating 
old and worn parts which are returned 
to the factories. As a part of this pro- 
gram, when ordering certain new parts, 
dealers must return the old parts to 
the factory before replacements can 


1. It is in direct competition with the 


sale of war bonds. 
2. It would not result in more 
after the war. 


1 
Sais 


3. The tendency would be to stifle 


the development and sale of new prod- 
ucts after the war. 
4. It would require 
and double expense. 
The NAM board fears that undesir- 
able competition might develop be- 
has published and | tween the Treasury’s campaign for sale 
distributed more than 20,000 copies of a | of war savings bonds and a _ high- 
simplified training service course, to- | pressure campaign for sale of install- 
gether with an instructor’s manual. This | ment certificates for goods to be de- 
course has been used by many utilities | livered after the war. 
and vocational and trade schools in pre- It was pointed out that when the 
paring recruits for service work. public invests in war savings bonds 
Customer instruction folders have been | it can devote the proceeds after re- 
prepared by the manufacturers to help the | sumption of normal production to the 
user make simple adjustments without | purchase of any goods or services, 
calling a service man. Another company | which is not the case with future-de 
has distributed a trouble shooter’s guide | livery installment certificates under the 
containing answers to most frequent ques- | Nugent and other plans. The board 
tions on refrigerator operation. The | also called attention to the question of 
guide was designed for service depart- | who is going to assume the risk in 
ment information desks and has been re- | case of a sharp postwar inflationary 
sponsible for eliminating many unnec- | increase in the price level, increasing 
essary service calls. the cost of goods but requiring goods § 
Reflecting the industry’s efforts to con- | to be delivered at prices which did not § 
serve the supply of spare parts, one com- | absorb costs. 


























be had. 

3. Educate customers in the proper 
care and use of refrigerators to 
lengthen the life of the appliance and 
prevent needless service calls. 


MILWAUKEE, 


WISCONSIN 


double selling 


One manufacturer 
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WITH A THREAT AND A PROMISE 








MALL shells are being made bombs, pins for tank tracks. 


: : . : ‘ precision that 
in a big way for Uncle Sam by From L & H looms comes 


& hei , ; : will be appar- 
L&é Hw fs ing mac e to «¢ los we bbing for cartridge belts ent in improv- 
tolerances in every dimension. Air compressors and steel 


ed L&H post- 


New precision methods are also chests are assembled on war products. 
} I 


used at L&H inthe manufacture 'ucks for the U.S. Army. 
of steel cases for electrical con- In thus serving Uncle Sam, this 
trols, tool chests for trucks, pioneer stove manufacturing 
metal containers for parachute organization is achieving a new 





In your plans 
for peace, keep L&H in mind. 
It will be a good line to tie to. 





A.J. Lindemann & Hoverson Co. 


MILWAUKEE + Since 1875 + WISCONSIN 


KEROGAS MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS ALCAZAR 


GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS 
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Carrots are 
Weapons, too 


| ae may not be as dramatic as hand grenades 

but vitamins are weapons of victory, too. It’s 
no easy job these days keeping the folks well-fed and 
fit. But thanks to our Grand Range, my family is get- 
ting its quota of good nutrition. 


The Simmer Burners, for instance, help me cook vege- 
tables to salvage all the vitamins and flavor. I transform 
low-cost meat cuts into miraculous soups and stews. At 


the same time, we're saving precious fuel. 


Yes, my Grand is on duty for the duration. It’s not new, 


but you'd never guess it to look Ga"; 
at it. [It'll outlast Schicklgruber, 
I'm sure! And when our War 





Bonds come due, and we can 
can be 
sure I'll look for another Grand. 


buy a new range, you 


WHEN PEACE COMES.. 


IT WILL BE GRAND 












New Positions of the Month 








Westinghouse 


Frank H. Robb, formerly of Spring- 
field, Mass., has been named manager of 
the Manufacturing and Repair Depart- 
ment, Westinghouse Electric & Mfg. Co. 
for the Los Angeles area. Announcement 
of the appointment was made by Harry 
F. Boe, Pittsburgh, Pa., vice president 
in charge of the company’s District Man- 
ufacturing and Repair Department or- 
ganization. 


Division general, sales manager, who dis- 
closed at the same time that Frank C. 
Barrington, present Central District man- 
ager at Pittsburgh, will retire in June 
after 31 years with the Company. 

Frank T. Anderson, until recently an 
application engineer in the Los Angeles 
office of the Lamp Division, Westing- 
house Electric and Manufacturing Com- 
pany, has been appointed Seattle manager 
for the Division. Announcement of the 
appointment was made by Walter H. 





FRANK H. ROBB 


In his new post, Mr. Robb will have 
charge of departmental activities which 
include the manufacture of new electrical 
equipment for war .industries and the 


| armed forces, as well as maintaining and 





servicing electrical apparatus already at 
work in industry and for the military 
and naval services. He will succeed 
Charles G. Yarbrough, who has retired 
after 47 years with the company, of 
which 31 were spent at Los Angeles. 


Landers, Frary & Clark 


A. E. Hanbury, formerly of Launders, 
Frary & Clark has returned to that con- 
cern for the duration of the war in the 
capacity of general superintendent as- 
sisting H. C. Edgerton, works manager 
of the Universaf plants. 

For a number of years until 1936 when 
he left te conduct a real estate business of 
his own Mr. Hanbury was superintendent 
of the washing machine division. 


Westinghouse Lamp Division 


Charles A. Conklin has been appointed 
manager of the Westinghouse Lamp 
Division’s Central District, with head 
quarters in Pittsburgh, Pa., and Robert 
\. Corvey has been named manager of 
the Southeastern District, with headquar- 
ters in Atlanta, Ga. Mr. Corvey, for- 
merly Northeastern District assistant 
manager, succeeds Mr. Conklin at At- 





CHARLES A. CONKLIN 


lanta. The appointments were an- 
nounced by Bernard H. Sullivan, Lamp 


JUNE, 





ROBERT A. CORVEY 


Thompson, Pacific Coast District Lamp 
Division manager, San Francisco, Calif. 
Mr. Anderson succeeds Gilbert F. Hain, 
former Seattle manager, for the Lamp 
Division, who has been transferred to Los 
Angeles to manage the Lamp Division's 
activities in that area. 


Graybar Electric 


Effective April 15, W. W. Castleberry, 
formerly acting service manager at Gray 
bar Electric Co.’s Jacksonville office was 
appointed service manager. 


Tri-State Supply 


Bert Deleray, for the past several 
years with the Westinghouse Lamp Co., 
and since 1937 Los Angeles manager for 
the Lamp Division, has been appointed 
district manager of the Tri-State Supply 
Corp., as announced by A. H. Howard, 
secretary and general manager of that 
company. 


Western Electric 


At the regular meeting of the board 
of directors of the Western Electric Co., 
Frederick R. Lack was elected a_ vice 
president of the company. Mr. Lack, 
who resigned as an officer of Western 
Electric on November Ist last year to 
become director of the Army and Navy 
Electronics Procurement Agency, will 
now resume the direction of Western 
Electric’s Radio Division in New York. 


Schoenfeldt Leaves G-E 


Lee Schoenfeldt, former economist and 
manager of commercial research for Gen- 
eral Electric Corp., has joined the Radio 
division of Bendix Aviation Corp. as as- 
sistant marketing director it was an- 
nounced by Hugh Benet, general man- 
ager of the corporation’s radio division 
in Baltimore, Md. 

Associated with General Electric for the 
past 12 years, Mr. Schoenfeldt has spe- 
cialized in the fields of product surveys, 
distribution problems, sales control and 
economic analysis in all electrical prod 
uct lines. He is a graduate of the Uni 
versity of Pennsylvania and Harvare 


Business School. 





1943—ELECTRICAL MERCHANDISING 








ino. 


ELE 


np 
lif. 
in, 
mp 
OS 
n’s 


ay 
was 


eral 
Co., 

for 
nted 
pply 


the at 


ri yard 


vice 
ack, 
stern 
ir to 
Navy 

will 
stern 
rk. 





st and 
- Gen- 
Radio 
as as- 
Ss an- 
man- 
ivision 


for the 
S spe- 
irveys 


ol and 


prod 
e Uni 


larvart 





SING 


ARE APPLIANCE DEALERS INTERESTED 


IW POST-WAR PLANNING 7 


























CONTRIBUTING MEMBERS 


Akron Washer Pts. Co., 118 E. Exchange St., Akron, Ohio 
American El. Washer Co., 1766 E. 55th St., Cleveland, Ohio 
C. E. Sundberg Co., 615 W. 79th St., Chicago, Ill. 

Detroit Appl. Parts Co., 4770 Grand River, Detroit, Mich. 
Electrical Center, 514 10th St. N. W., Washington, D. C. 
Finch's Washer Pts. Co., 432 Division S., Grand Rapid, Mich. 
General Appl. Parts Co., 317 N. Penn St., Indianapolis, Ind. 
Home Electric Company, 21 Spring Common, Youngstown, Ohio 
Latta Elec. & Mfg. Co., 1103 Ohio, McKeesport, Pa. 

Midwest Appl. Parts Co., 2722 W. Division, Chicago, Ill. 
Minnesota Appl. Parts Co., 189 W. 7th St., St. Paul, Minn. 
Pearsol Appliance Corp., 2122 Euclid, Cleveland, Ohio 

Pixley El. Supply Co., 266 N. 4th St., Columbus, Ohio 
Pritchard Electric Co., 23 S$. Walker St., Oklahoma City, Okla. 
R. and S. Company, 2049 N. 12th St., Milwaukee, Wis. 

Ray Jones Wash. Pts., Co., 376 Broadway, S., Denver, Col. 
Refrigeration Equip. Co., 101 E. 24th St., Kansas City, Mo. 
Refrigeration Supply Co., 273 Boas Street, Harrisburg, Pa. 

C. J. Roberts Eng. Co., 48 Dwight St., Springfield, Mass. 
Ruegg Refrig. Supply, 223 N. 25th St., Omaha, Neb. 

Servall Company, 3572 Gratiot, Detroit, Mich. 

The Domestic Appl. Corp., 146 Grand Ave., Waterbury, Conn. 
The Jesse Company, 2440 West North Ave., Chicago, Ill. 
United Vac. & Appi. Co., 410 Marquette, Minneapolis, Minn. 
Wash Mach. Pts. & Sales, 4119 Graveis, St. Louis, Mo. 
Washer Sales & Ser. Co., 10 Federal, N. S., Pittsburgh, Pa. 
Wynar Pts. & Service Co., 155 State St., Rochester, N. Y. 








Present Conditions 
Have Brought about 


NEW THINKING... 


regarding future policies 
concerning replacement 
parts and service. . 


A ‘SURVEY has indicated that dealers find it very 
‘convenient to have available for them a one-stop 
source of supply from which they can obtain any of 
the parts they desire for servicing the appliances they 
have sold, especially when they are called upon to 
render quick and efficient service. In this way they 
avoid being compelled to waste much time and ex- 
pense in travelling from one part of the city to another 
or in sending to various parts of the country to obtain 
service parts for different makes of machines. The 
reputation of the manufacturer would be maintained 
in the mind of the user if there were little or no delay 
in obtaining parts. The survey shows that the longest 
delays are occasioned by being unable to obtain parts 
promptly. 


Another advantage in obtaining service parts from a 
one-stop source of supply is that such jobber would 
have ample stocks on hand to take care of the re- 
quirements of all dealers in his territory who service 
machines of all makes sold in his community. No 
dealer would have to be turned down owing to incom- 
plete stock. 


We suggest that you contact your nearest parts 
jobber and learn how efficiently he can serve you. 


APPLIANCE PARTS JOBBERS ASSOCIATION, Inc. 


A National Organization 


Executive Offices: Detroit, Michigan 
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For 


FASTEST DELIVERY 


ship when ready! 








in expe lite delivery 

ir AIR EXPRESS pack- 

id help avoid con 

gestion of vital war shipments 
by shipping when ready, as 


early in the day as possible. 


This will help us get vour 


hipments on the “earliest 


plane out so the will be de- 
livered sooner than if you 
ited until end of dav when airline trafh« 


is at its peak 


And to cut costs 
should be p 


AIR EXPRESS packages 
ed compact but securely 


to obtain best ratio of size to weight. 


Air Express Speeds War Program 


TODAY, AIR EXPRESS not only serves the home front but is 
also working hand in hand with the Army and Navy to supply 


ughout the world. 


TOMORROW, Aik EXPRESS will girdle the globe in international 
. to bring all foreign markets to the 


of American business. 


ur fighting fronts thi 


peace time commerce.. 


Gers there FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 


WRITE for our quick-reference handbook on “How to Ship by AIR EXPRESS Dur 
ng Wartime Dept. PR-1, Railway Express Agency, 230 Park Ave., N. Y. ¢ 
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Easy “Scrap Bank” of Old 
Metal Speeds New Repair Parts 


Shipment of Scrap by Dealers and Certificates 
of Local Sales Ease Critical Material Situation 





\s the tempo of war increases, it be- 
comes apparent that all civilian activities 
stand a chance of going out the window. 
\t such a time, one of the things that 
helps to save the day is the careful 
accumulation and use of old metal, and 
reusable products 

It cannot be said that maintenance of 
appliances hurts the war effort when there 

no withdrawal of critical materials for 

e manufacture of parts; when for every 
part used, an old one is sent in. 

One of the simplest means of answering 
this need lies in the “scrap bank” which 
is being operated by the Easy Washing 

hine Corporation. Planned by W. H. 
general manager, it permits the 
Corporation to report the critical 
rials gathe red by its dealers in order 
pedite the arrival of raw materials 
fabrication of | Eas sy repair parts. To 
new parts Easy has two 


Requires shipment of actual scrap 
rial from dealers to Syracuse in 
equivalent to new parts ordered. 
juires proof of local scrap sale 
Numbered certificates are 
which scrap dealers fill in. 
certificates for the actual scrap 
set up a bank and keep 
ach of its dealers. Credit is 
dealer which permits him 
a weight of new parts equal to 
rap disposal reported 
eakdown of an Easy washer shows 
Ss approximately 


Brass and 
Zin Ssainany 
\luminun 

Rt bbe: 


100% 


Brushing Up 


Even veteran experts of the Westing- 
house Electric Appliance Division go 
through a "refresher" course in electricity 
as part of the company's new nationwide 
Conservice" program, designed to help 
keep ranges, refrigerators and other appli- 
ances in operation for the duration. J. C 
Alfele, St. Louis, Southwestern District serv- 
ice supervisor, is shown building a miniature 
electric motor and taking the same train- 
ing at Mansfield, Ohio, that Westinghouse 
will give to thousands of new service work- 
ers, many of them women. 


JUNE, 


“Therefore,” says Mr. Reeve, “if you 
receive 100 pounds of Easy parts you 
can know that you have depleted your 
balance in the Easy scrap bank in the 
amount of 35 pounds of steel, 10 pounds 
of brass and copper, 25 pounds of zinc, 
10 pounds of aluminum and 20 pounds 
of rubber.” 


Norge is Set to 
Convert Quickly 


If the war tapers off with the collapse 
0 Germany and a longer fight with 
Japan, American industry will be pre- 
pared for quick conversion to peacetime 
production and for making impressive 
changes in new models of household ap- 
pliances, Howard E. Blood, president of 
the Norge Div. of Borg-Warner Corp., 
announced recently following an extensive 
tour of eastern and mid- we stern cities. 

“Our war production is ahead of con- 
tract schedules,” Mr. Blood said. “That's 
why our engineers are giving more 
thought to new products for home use 
and peacetime production. There will be 
very aggressive competition in the post- 
war period and many important com- 
panies are preparing for it.’ 

Mr. Blood warned, however, against 
taking too literally the enthusiastic fore- 
casts of immediate radical changes in the 
design of American products during the 
period following the war, particularly if 
the war ends quickly. 

“There will be improvements, of 
course, but it may be impossible to make 
tools for some of these during the war,” 
he added. “Many manufacturers will 
resume just about where they left off.” 

Mr. Blood addressed several of a series 
of meetings of Norge distributors and 
dealers which were held in more than 
50 cities from coast to coast. He told 
the dealers that the company is launching 
a comprehensive advertising campaign 
which will seek to build up consumer ex- 
pectation and an eager market, after the 
war, for Norge refrigerators, ranges, 
washers and other household equipment. 


Eyesight Has Slipped Since 
World War I—Luckiesh 


That there has been a shocking deter- 
ioration in eyesight in the generation 
since the World War was told to the 
21st annual Midwest Safety Conference, 
Chicago, May 5, by Dr. Matthew Luck- 
iesh. He advocated a new profession— 
that of the “seeing specialist.” This ex- 
pert could go into factories, playgrounds, 
streets, homes and theaters and by proper 
lighting and careful arrangement of ob- 
jects conserve eyesight and promote 
safety. Safety, he said, except for me- 
chanical failure and carelessness, is 100 
percent matter of seeing clearly. 


John A. Hurley Back at 1900 


After a year in Washington with the 
Consumers Durable Goods branch of the 
War Production Board, and as director 
of the wholesale and retail trade division, 
John A. Hurley has resumed the general 
managership of the Nineteen Hundred 
Corporation at St. Joseph, Mich. 
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THE 
MAYTAG Com 
ON Fan 2 aaa rART 


THE MAYTAG COMPANY 


Exe JTIVE »eriCcEeESsS 


NEWTON, lOWA 


FRED MAYTAG i 


PRE 


Dear Mr. Dealer: 
Let's get on with the war! oda} that comes first, of courses 
But what about tomorrow «-» C y af tonorr ow? 


For tomorrow: We will get back in rash production quickly, 
once the war ss over «e+ Pro sbably with models incorporating 
changes 4m —— | you dealers have suggested, but not 
radically rea signed. You will wants Maytag products of proven 
quality 4s quickly as possible «+» omorr OWe 


How about day after tomorrow? There are great days coming, and 
Maytag is Pr eparing for them now! Our res earch staff is planning, 
testing, proving «°° day after day new processes; new designs 


new ideas. 


We have done 4 lot of dreaming «°° but until we make those dreams 
come true, you won't see them. When on do, they will be proven, 
tested washers on which you and every other Maytsé dealer can bet 
your bottom dollar. Both you and we have too much at stake to 

be stampeded into premature offering of "miracle" merchandise, "° 
matter how appealing or glamorous it may seem at first sight. 


omorrow you want washers «°° good dependable merchandise +** no 
frills, no untried ideas. Maye expects to give them to youe 


Day after tomorrow, you want washers; too ees new in beauty, 
new in design, new in utility «°° tested and proven! Maytag 
will nave them ready for yous but Mayteés in its postwar 

5s keeping both feet on the ground. 


In the meantime ; let's remember that more then four million 
ave been sold. Let's keep every * Maytag washer operating 


best efficiency, we providing the needed genuine factory 


you, the Maytag dealer, providing the expert services 


Sincerely yourss 


Jab Wu 


President 






























Vitae en 
Character 


Just as the special quality of 
American Character went into 
all A-C creations for the American 
home, this “‘plus’’ is now going 
into all A-C production for War. 





The extent and nature of A-C’s 
contributions to our men in the field 
must be kept secret. But we can reveal 
this — the old-fashioned, American 
virtue known as “‘character’’ is the 
priceless ingredient of all chat we 


— 


Save a 
SERVICE 
MAN’S LIFE 


Ger in couch 


with your local 


Red C : 

1 Prager make as it shall be when we 
and give part of : 

your blood for again become “manufacturers to 





the men who are 


industry and the American home.’ 


willing co give 


their lives for 


you 


| ~— AMERICAN 

CENTRAL 
ACTURING CORPORATION 
ERSVILLE - INDIANA 


THE 


MANUF 
ON N 


MANUFACTURERS TO INDUSTRY AND AMERICAN HOME 
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WESTINGHOUSE PROGRAM 
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JOHN CHARLES THOMAS 
JOHN NESBITT 
ee nremmemowns “Neri eres neo coms 


Westinghouse Window Display 


Ten thousand retailers and distributors are receiving this 5-color window display 
describing Westinghouse's Sunday radio program and picturing its stars. 


Paul W. Endriss, 


above, points out the timeliness of the display in helping retailers keep their windows 
attractive without products to display. He says it will also help Westinghouse retailers 
build good will and maintain identification in their community. 





NEW LITERATURE 


FROM THE MANUFACTURERS 


FRIGIDAIRE 


The keen interest of people everywhere 
in the subject of conservation and the 
use and care of their refrigerators is 
shown by the demand for over 3,500,000 
“Wartime Suggestion” booklets in 60 
days, according to L. A. Clark, Frigid- 
aire’s advertising and sales planning man- 
ager. 

This booklet, 


rec ently introduced as 


part of Frigidaire’s service-type advertis- | 


ing campaign, contains 36 pages of infor- 
mation designed to help people make 
their refrigerators serve them better and 
last longer. The booklet is not intended 
for Frigidaire users only, but deals 
with the use and care of any type me- 
chanical refrigerator. 


. 
HOTPOINT 
Hotpoint’s Product Service Division 
has just released a set of five new 
1943 Service Guides, pocket size, to 
be sent without charge by Hotpoint 
distributors to retail outlets and re- 


pair men who service Hotpoint major 
electric appliances. There is one book 
each for Range, Refrigerator, Home 
Laundry, Kitchen Sanitation and 


Water Heater, with covers of differ- 


| ent colors for easy identification. 


These guides have been compiled 
from the best experience in peacetime 
and wartime servicing of Hotpoint 
appliances. They contain the best of 
all previous service data and give 
quick information for finding and cor- 
recting anything that needs attention. 

Protusely illustrated, these books 
feature cut-away sections, diagrams 
and other information required by 
service men. They are designed to 
provide the seasoned service man with 
many important helps. For the novice, 
they are invaluable. They shorten time 
and quicken the road to satisfactory 


| service. Quantities of Hotpoint’s new 


service guides are now in the 


hands 
of Hotpoint distributors. 


G. E. CONSUMERS INSTITUTE 


What is in effect a practical course 
in improved methods of wartime 
homemaking has been launched in a 
series of nine booklets announced by 
the General Electric Consumers In- 


stitute at Bridgeport, Conn. | 
Five of the nine booklets just an- 
nounced concern food. Six simple 


fotpoint 


SERVICE 





Pocket size Service Guides designed to shorten servicing time of Hotpoint ranges, 
refrigerators, home laundry, water heater, and kitchen sanitation equipment. 





JUNE, 
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It's going to be the Jobber! 


There’s a Billion Dollar market waiting 


for those who make and sell radios. 


Ten million radios wore out the first 
year after Pearl Harbor. This figure will 
have doubled itself by July, 1943. This 
will represent approximately one-third of 


the present radios in the United States! 


But that’s just part of the picture. 
The war has created a mew mass market. 
Millions of war workers are restlessly 
waiting for the hour when they can 
walk into a store and buy a radio set. 
It figures to be a Billion Dollar market. 


mister. Make no mistake about that! 


Sonora’s big 1943 national advertis- 


ing campaign’is keeping this famous 
g g ping 


Onora 


Clear as aBell 
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name right up in front of the respon- 
sive readers of America’s top maga- 
zines: Life, Esquire, The American 
Weekly, Redbook, Time, American 
Home, Cosmopolitan, American Maga- 
zine ...a combined circulation of 
54,200,000. 


Among all nationally advertised 
radios, Sonora’s set-up is the only one 
that always was custom-made for the 
jobber’s benefit. In the future as in 
the years gone by you can be sure— 
with SONORA — IT’s GOING To BE 
THE JOBBER! 


SONORA RADIO & TELEVISION CORPORATION 


325 NORTH HOYNE AVENUE ¢ CHICAGO 


AGE 








SOMETHING THE WAR 
WON'T CHANGE 
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When the post-war lines are 
introduced, you will see a lot 
of new designs, new conven- 
iences, new eye appeal. But, 
underneath it all, a washer is 
still going to have to wash —— 
clothes. That’s why these basic 





Speed Queen features will con- 
tinue to exert the same potent 
force in competitive selling 
that they have in the past. 


if you should like more information on Speed Queen's 













exclusive features, we will be glad to mail our 
latest catalog on request. 


BARLOW & SEELIG MFG. CO. RIPON, WIS. 


steps for making breads, rolls aud 
coffee cakes are explained and illus- 
trated in “Bread Baking Made Easy.” 
Wartime meat recipes illustrate the 
advice given in the booklet “Make 
The Most Of The Meat You Buy,” 
the purpose of which is to help the 
housewife to use ration stamps wisely 
and to maintain high standards of 
flavor and nutrition during ration- 
ing. 

Thirty tested recipes for making 
muffins, biscuits, waffles and griddle 
cakes, are included in “Quick Breads,” 
a booklet which tells the harried 
housewife who is pressed for time, 
how to dress up otherwise ordinary 
meals with quick breads. Rationing 
of canned goods put emphasis on 
fresh food storage, and led to the 
preparation of the booklet “How To 
Store Perishable Foods,” a guide to 
the proper use of refrigerators dur- 
ing these double-duty days. Another 
of the food booklets just announced 
is a revised edition of “How To Get 
Che Most Out Of [The Food You 
Buy,” which shows how to select low- 
cost foods and yet maintain tasty, 
balanced meals, without going through 
any complicated system of counting 
vitamins, calories and minerals 

Four of the nine booklets cover the 
following subjects: house cleaning, 
washing of work clothes, fuel con- 
servation and care of appliances. How 
to work out a cleaning schedule and 
keep it is explained in “House Clean- 
ing Made Easy.” The job of caring 
for greasy, gritty overalls and slacks 
is a tough one for women who have 
never faced it be fore, but the tips 
given in the booklet “How To Take 
Care Of Work Clothes” show that 
it's in knowing how. Information col- 
lected from a study of appliance serv- 
ice calls since Pearl Harbor helped 
to determine the content of the book- 
let “How To Take Care Of Your 
Electric Appliances.” Since there is 
no indication that fuel for home heat- 
ing will be any more plentiful next 
vear, the Institute has gathered all 
ff the fuel-saving advice which has 
proved to be of practical value, and 
has incorporated it in the booklet 
“Fuel Conservation Made Easy.” 


PLUMBING & HEATING INDUSTRIES 
BUREAU 


‘Timely Tips on Wartime Care and 
Maintenance of Electric Farm Pumps 
and Water Systems” is the title of 
the new owners manual published by 
the Electric Water Systems Coun- 
cil . . . Publication of this manual is 
the most important feature of the 
1943 program of the Council. In pre 
vious years the emphasis was on pro- 
motional phases of running water, but 
today, in view of wartime cenditions, 
the Council is focusing attention of 
owners, dealers and distributors on 
the importance of keeping existing 
equipment in good operating condi- 
tion. The Council has arranged for 
members of the Edison Electric In- 
stitute to contact extension workers 
who will be supplied with radio scripts 
and newspaper releases for use over 
radio stations and in local newspapers. 


WESTINGHOUSE 


“How to Pack Lunch Boxes for War 
Workers” has been published to fill 
the many requests received for help on 
this timely subject. It has the Seal 
of Acceptance of the Foods and Nu- 
trition Council of the American Medi- 
cal Association, and the nutrition facts 
have been reviewed by the Nutrition 
and Food Conservation Branch of the 
Food Distribution Administration in 
Washington ... Part of Westing- 
house’s “Health for Victory” wartime 
nutrition program, the booklet can be 
used by war plants and other organ- 
izations for distribution to employees, 
and it will also serve as a basis for 
tudy in nutrition classes. 
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Workers of the Malleable Iron Range Company have good rea- 
son to feel proud. For the Army-Navy “E” is truly a symbol of 
excellence in war production ....a symbol of outstanding accom- 
plishment....a symbol of vital contribution to the nation. Many 
factors such as quality workmanship, meeting quotas, utilizing 
available facilities, minimum stoppages, low absenteeism, etc.— 
all play a@ part in qualifying for the Army-Navy “E”. But behind 
it all is the grim determination on the part of Monarch range 
builders to give the best they’ ve got to back up our men at the front. 
That spirit throughout America is hastening the day of Victory! 


MALLEABLE IRON RANGE CO. _— BEAVER DAM, WIS. RANGES 


mae are built” 


ae lo Last 


ELECTRIC COAL-WOOD COMBINATION 
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MADE GOOD: 


Te :.. no trick for Mother to keep Junior 
— -—f | looking just like he came out of a 
im LD hat box—because a far-sighted Horton 

dealer has been keeping her laundry 
equipment carefully repaired and run- 
1 ¥ 


ning at peak efficiency. 


In these days of irreplaceable appli- 


ances, customer service is not only im- 





perative, but it creates future sales born 
of confidence and good will. 


If you have not already set up a check- 
ing system, do so at once. You can 
depend on Horton to back you up—same 


as always. It pays to serve well. ‘\ 


Horton employees, for excellence of 
production of war materials, have 
received the Army-Navy “E” award— 
and for investing 10% of their earn- 
ings in War Bonds they proudly fly 
the Minute Man Banner. 








FORT WAYNE, INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 
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New Britain Woman Power Drive 





Talking windows were effectively employed in New Britain department stores in a recent 
drive to recruit women workers, according to W. J. Cashman, director of public rela- 
tions, Landers, Frary & Clark. Over 2341 New Britain housewives entered local war 
plants as a result of the drive. 


Have You Heard.. 


Youngstown 
awarded the 
15th 
out a monthly “folksy” news letter to 
its 3,000 war workers and the 278 
tormer 
armed forces. R. O. Warner is editor, 
B. L. Finn and R. E. Weiss are the 
news chasers. . The Army-Navy 


Pressed Steel 
Army-Navy “E” 


was 
April 


“E” was awarded Chicago Flexible 
Shaft Co., Chicago, recently. H. C. 
Wright, president, and B. A. Gram, 


vice president, were speakers for the 
company. . 


* * * 


Easy Washing Corp. gets | 


Easy employees now in the | 


San Diego’s Bureau of Radio & Elec- | 


trical Appliances is sponsoring its sec- 
ond refrigeration repair course in co- 
operation with the Vocational School. 
Semi-weekly classes started April 27 
and will be conducted by H. E. Fred- 
ericks, refrigeration service engineer 
with H. L. Benbough Company. 
Cost of materials and text books was 
met bv the Bureau, but enrollees paid 
an entrance fee of $1 required by law. 
The previous series of classes were at- 
tended by 31 enrollees, 27 of whom 


| finished. 


* = @ 


July 12 to 17 are the dates set for 
the Western Fall Market to be held at 
the Western Furniture Exchange and 
Merchandise i 


Mart at San Francisco. 
Although no electrical wares are likely 
to be on display, radio and electrical 
dealers are expected to attend to keep 
in touch with substitute wares to 
supplement their former appliance 
stock. ... 

** + 


Eighteen Latin-American engineers, 
in this country studying rural electri- 
fication, recently completed a 3900 mile 
tour, arranged by the Rural Electrifi- 


| cation Administration, of north central 
| and eastern industrial centers, studying 





the manufacture of electrical devices 
which will be needed for post-war 
rural electrification in Latin-America. 


a. = 


New president of the Association of 
Radio Technicians of British Columbia 
is E. Young, with D. Banfield as vice 
president, M. Warnock secretary, H. 
Linnell treasurer, and G. Ball record- 
ing secretary. . 


a ae 


A white star has been added to the 
Army-Navy “E” pennant now flying 
over The Regina Corp. plant at Rah- 
way, N. J., for maintaining high stand- 
ards cf production. . . . The story of 


JUNE, 





Radar, “the fabulous secret weapon 
whose miraculous power seeks out 
the enemy through fog, clouds, storms 
or darkness” can now be told, and 
Philco Corp. is telling it through key 
newspapers in principal cities. 


F. S. Tuerck of Hamilton Beach Co., 
was elected president of the House- 
wares Manufacturers Association at 
their annual meeting of the board of 
directors recently. 


> + * 


War problems confronting the sup- 
ply industry make it necessary to hold 
a three-day war conference this year, 
according to the leaders of the Pacific 
Division of the National Electrical 
Wholesalers Association. The meet- 
ing will be held at the Biltmore Hotel, 
Santa Barbara, June 17, 18 and 19. 


Appliances for Madame 
Chiang Kai-Shek 





An 


electric 
loaned by the 
Power and Light, helped to make Madame 
Chiang Kai-Shek's visit to that California 


range and 
Los Angeles 


refrigerator, 
Bureau of . 


metropolis a pleasant one. Peter Soo Hoo, 
electrical engineer of the Bureau's design 
and construction department, served as 
liaison officer between the Chinese Con- 
sulate and the Citizen's Committee in 
charge of her reception. He is shown with 
A. W. Elliott inspecting the equipment. 
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RADIONICS 


ATLA M LEM e) Leth atti) atime) mn .Xelel [oad al (-VaicelalliacMelalems <clelels 


is speeding the Victory 





t 

; | \ Vinat about the FUTURE of Radionics? At present, we can only speculate on 
what post war product developments in the larger field of Radionics will be, 
or what they will mean to you. But we do know that post war RADIO will 


mean the re-awakening of your business. Post war radio must be good if your 


on e . 

out business is to be good. 
ms 

ind 

cey 


So we suggest right NOW you ask yourself some questions about your radio 


























“a, business and its past; get some answers on its future. 
at 
of 
. Check which in the order of movement. 
Question: 
old ; Best 
fie “Which brand of radio moved off my floor S | B st 
= at the most rapid rate after civilian produc- econ es 
el tion ceased...after the sales, advertising and Third 
. ' ‘ 9” 
_ promotion pressure were called off? Last 
e 


We know what your answer will be from the reports, nationwide, that Zenith was fastest-moving. Zenith, . 
despite heavy production before the war needs shut off civilian radio, moved first off the retail floor 
and first into the home, when the selling heat was off and products moved alone on their merits and 
the reputations of their makers. 

Never was there a better test of radio brand merit. Now that you 
have checked the past, think of the future. Better Zeniths are incu- 
bating right now. 





Next month — another question important to your business. Watch 
for it. National manufacturers are making post war plans. This 
is a good time for you, the retailer, to lay some plans, too. 





ZENITH RADIO CORPORATION, CHICAGO 





~ 
= I BETTER THAN CASH 


Hoo, 


desi | CRN A Lelas toh dlilekMiieliler ag Oo 
“"" : P LONG DISTANCE® RADI 


and Bonds 








hae RADIONIC PRODUCTS EXCLUSIVELY— 

n with | WORLD'S LEADING MANUFACTURER 

it. 
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Proud as a peacock, bustin’ with pride and satisfaction — 


a new DAD! 


We like to think you have a good feeling of satisfaction, 
too, as you look back on the heating appliances you sold 
before the war. You realize now, more than ever, the value 
of the durability of their Chromel heating elements. Chromel 
helped to make the good devices better, and is now main- 


taining good will for you. 


HOSKINS MANUFACTURING COMPANY, DETROIT, MICHIGAN 
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HOSKINS 
CHROMEL 


ELECTRICAL HEATING ELEMENT Ff 


WIRE 
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Home Wiring in Wartime 


Kemp B. Batchelor, United Illuminating Co., 
was the guest speaker recently on a radio 
program sponsored by the D. M. Read Co., 
when Mrs. Ruth Loveland, radio editor of 
that company, and he discussed the impor- 
tance of home wiring and the need for 
using it carefully in wartime. The program 
was dedicated to W.I.N.S., and dealt with 
electrical home maintenance in wartime. 


Che 10th anniversary of the found 
neg of the Incandescent Lamp Manu- 
facturers’ Association was celebrated 
at a dinner party May 7th at the 
McAlpin Hotel, N. Y 


a > . 


Nash-Kelvinator’s recent ad _ head- 
lined “Until I Come Back” has set a 
new high in the company for advertis- 
ing effectiveness by pulling more re- 
quests for reprints and exciting more 
comment than any ad in the corpora- 
tion’s history. 


* *« # 


The Army-Navy production award for 
meritorious services on the production 
front has been won for the second time 
by the Zenith Radio Corp., Chicago, 
and the White Star has been added to 
their Army-Navy “E” flag 


+ * * 


Fred Page Harris, manager of th 
purchasing division of General Electric 
Lamp Dept. with headquarters at Nela 
Park, Cleveland, died May 23 at his 
home in Mentor Headlands, Ohio. He 
was 606. 


* > . 


Stewart-Warner Corp. recently re- 
ceived the “E” award for the second 
time “for meritorious services on the 
production front.” In conformance with 
a War Department request, no official 
ceremony was held. 


Mrs. Marsh Hailed 
On Radio Program 


“Breakfast at Sardi’s,” is a nationally 
broadcast radio program that has a fea- 
ture called “the neighbor of the day.” 

Mrs. B. E. (Ethel) Marsh, residential 
sales manager of the Nebraska Power 
Co., Omaha, was saluted recently because 
of her activity in writing letters to more 
than 40 former employees now in the 
armed forces. Too, an orchid was sent 
her by air express from Hollywood where 
the program originates, 

Mrs. Marsh keeps up her immense cor- 
respondence by getting up a bulletin 
which carries most of the news. 

The J. C. Penney stores in Omaha fea- 
tured her photograph in its window dis- 
plays on Mothers Day. 
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DEALERS... 
7 Ways the Hoover Position is being 
strengthened for the postwar period! 
i an) ie Cr 
" oe i 
io \G he a 
r : Hoover Advertising appears consistently in many leading national magazines. The 
oa 2 principal functions of its present 4-color and black-and-white campaigns are to aid 
or a the war effort, to encourage conservation, to create good will for The Hoover Com- 
m = pany and its products, and to set the stage for postwar sales. 
th 
Hoover Skills. Every man and woman em- 
ployed in the Hoover factory is devoting his full 
time and effort to produce vital materials of war 
d . motors for aircraft gun turrets and propeller ae , . 
a- pitch controls, inflator devices for life belts, para- Stations in metropolitan areas, and authorized 
- chutes for bombs, plastic liners for steel helmets, or ined dealers in outlying communities. The 
fuzes, and many other supplies for the armed millions of owners of Hoover Cleaners can get 
forces. The Army-Navy “E” flag that floats expert, factory-trained inspection and repair 
from the Hoover flagstaff gives testimony to the service, and genuine Hoover parts, to keep their 
a skill and excellence of their work. These greater cleaners functioning efficiently for the duration. 
4 skills will again be turned to peacetime products 
is- for the homes of America when victory is ours 
re- 
pre 
fa- 
fo me 
10n 
im¢ CNY 
ZO, 
to eS 
Hoover Postwar Markets offer special prom- 
Hoover Market Research is a nationwide ise to dealers because millions of potential cus- 
the study, the purpose of which is to determine what tomers—many of whom have been conserving 
tric dealers and consumers will want and be looking outmoded and obsolete makes and models of 
Tela for in the cleaners they buy after the war. What cleaners to aid the war effort, and many of whom 
his features? What styles? What types of controls? established their new homes during the war 
He Hoover Capacities are greater now than ever What attachments they consider most impor- years: when Hoovers were scarce ~will want to 
before. Every lathe, drill and press in the fac- tant? The findings of these studies will be used add proover ; Ree nig they have confidence in 
tory is a war machine. Every employee, skilled as a base in the designing of Hoover’s postwar J Reheat _ ~se8 = for the leader in the 
site and unskilled, is a war worker. Every job whether models. CHCTESS CORRE SEES Y Ser seers than SS yours. 
ond it be with rubber, plastic, fabric or metal is an THE HOOVER COMPANY 
the invaluable source of knowledge that will be = iaiittly Cleiatins. tiie Re ae 
with capitalized on in the manufacture of the new = Posivalle, GresnSeed, Middlesex. Enaland 
icial Hoover Cleaners that are sure to come. -— | 
“= \ 
> sa 
‘am 
nally The Army-Navy “E”’ award 
fea- received for high achievement 
y.” : in the production of essential 
-ntial Hoover Service is being maintained on a na- war equipment 
rowel tionwide scale through Factory Branch Service = 
cause 
more 
> ’ 
hee asian | THE 
where Hoover Engineering. Hoover’sextensive engi- 
neering and research staffs cooperate with gov- 
e cor- ernment research agencies in the development of 
ailletin war equipment. The “‘after-hour’”’ efforts and 
i talents of these craftsmen are being directed to- nee. U. &. One, OFF, a 
» die ward the development of new and still better ’ 3 ; -aieee ead : ; . ; y _ 
Hoover products for tomorrow. IT BEATS...AS IT SWEEPS... AS IT Ww CLEANS 
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The doctor who found he had two wives! 


T 
; 
i 
i 


~ 











(From an Easy Ad appearing in Saturday Evening Post, JUNE 5th . .. Woman’s Home 


Companion, JULY 


IRST his nurse enlisted. Then his recep- 

~ tionist went off to a war plant. And that's 
when Doc Ward discovered he had two wives! 
Plucky little Mrs. Ward, with a family on her 
hands and a house to look after, pitched in and 
took over as nurse and receptionist. Our hat's off 
to this homefront heroine and all the others like 
her! And we're mighty pleased when we find 
that the time and energy an Easy Washer saves is 
helping so many war-busy women to do their part! 

«~*e* 


It's no news to Easy dealers that Easys can 
“take it!” You expect them to go on giving 
topnotch service years after ordinary washers 
have given up the ghost. 

But today many washer owners are getting a 
new slant on quality as a result of the war. 


With laundries overloaded, new washers 
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... Better Homes G Gardens, JULY .« 


. . Country Gentleman, JULY) 


scarcer than bouquets for Hitler and repair 
facilities taxed to the limit, they're getting a 
new idea of what Easy dependability really 
means. 

This wartime experience is welding more 
than 2,000,000 Easy owners into a loyal 
group of Easy fans. And Easy advertising is 
helping to turn their loyalty into postwar 
sales for you. 

Our current campaign, in six leading national 
magazines, tells your customers how Easys 
are meeting the emergency challenge on the 
war and home fronts. It shows them how 
Easy’s precision war work will lead to new 
and better washers after the war. 


Your customers have their eye on Easy ;: : : 
how about you? Easy Washing Machine 
Corp., Syracuse, N. Y. 


JUNE, 


OPA Clarifies 
Service Payments 


When an appliance repair shop spe- 
| cifically offers to do a repair job in over- 
time hours, the customer requests such a 
special service, and the work is actually 
done during overtime hours by mechanics 
who are paid time and a half, the repair 
shop may in most cases charge one and 
one-half times its regular customers’ 
hourly rate, the Office of Price Adminis- 
tration has announced. 

This interpretation applies where the 
seller in March, 1942, the base period 
under the services regulation (Maximum 
Price Regulation No. 165), actually made 
an extra charge for overtime labor or 
where he did not regularly supply any 
overtime labor as such in March. In the 


| 
| 
| 
) 


ie eae 


se 


first case, the repair shop has its over- 
time charge in March as a ceiling price 
In the second case, where no overtime 


was regularly supplied in March, the spe 
cial overtime service now becomes a new 
or different service, and the maximum 
price for it is determined either by the 
nearest competitor’s charges or by the 
use of the regular percentage margin 
mark-up formula provided by the regula- 
tion 
7 he 


mly case in which the l 
charge 


special 
cannot be made is where the re- 
pair shop regularly worked overtime in 
March without making any distinction in 
its charges for regular hours 
time hours 

In all cases, overtime work at an extra 
charge must be specifically authorized by 
the customer, and the extra charge can- 
not be made merely because employees 
are worked overtime to finish a job which 
the customer intended to have completed 
within regular shop hours 


and over 


Dealer Fights OPA 


\ charge that the Monarch Electric 

in Pittsburgh violated OPA ceiling 
regulations is being tried in the Allegheny 
County court by a Frank Smith, who is 
suing under the Emergency Price Con- 


Co 


trol Act of 1942. 
Smith claims that the store’s ceiling 
price for inspection and examination of 


radios delivered to the store is $1, and 
> 


$2 if picked up by a service man. Smith 
claims that the store demanded $2 from 
him 

Meyer E. Lindenberg, proprietor, re- 


plies that the store didn’t have a maxi 
mum charge in March of last year when 
the firm was called upon to file repair 
and service charges. If an inspection of 
a radio showed it needed parts and work, 
the inspection charge was added to the 
job. He declares that the local OPA 
couldn't give them any satisfaction in re- 
gard to this situation 


Record Needles Get 
Rap From FTC 


That the “permanent” in describing its 
needles used on radio records players 
would come out of its advertising was 
agreed to by the Electrovox Company, 
169 Maplewood Ave., Maplewood, N. ]., 
recently before the Federal Trade Com- 
mission. The government body also 
stopped copy that declared needles would 
not wear down the records or that jewel 
tipped needles were used by leading 
phonograph manufacturers 


Close Out Scott Radios 


The E. H. Scott Laboratories, which 
have been tailor making radio sets for 
years and selling directly to the con- 
sumer, is closing out its remaining do- 
mestic stock through the Bissell-Weisert 
Co., a Chicago music store. This is the 
first time the product has been sold 
through the usual channels of trade. 
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After Victory a housing boom of unprecedented pro 
portions is confidently expected. 

Government estimates place the investment in new 
housing immediately following the war at billions of 
dollars. 

Most of this money will be spent for well-built and 
well-insulated small homes. And, correspondingly, the 
demand will be for small, economical heating units 
especially designed for this service, and with firing 
rates as low as one-half gallon of oil per hour. 

A GREAT OPPORTUNITY 

The forward-looking merchandiser of automatic heat- 
ing equipment will be alert to this opportunity. Con- 
scious of the limitations of other types of power 
burners, he will turn to the Timken Wall-Flame oil 
burner .. . the only type of power burner capable of 
operating efficiently, dependably and quietly at firing 
rates as low as ONE-THIRD OF A GALLON OF OIL 
PER HOUR. 





For Production 
“Well Done” 
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He will apply for the Timken dealership franchise 
now. He will plan ahead and work ahead to develop 
his list of prospective home builders. He will contact 
local architects and building contractors ahead of time 
so that he will be all set to begin Timken installations 
immediately when home building is given the “green 
light.” 
WHOLE-HEARTED BACKING 

We at Timken are looking confidently to the future. 
We are keeping the TIMKEN name _ prominently 
before the publie with hard-hitting magazine and 
newspaper advertising in all the principal oil heating 
markets. Everything has been done and will be done 
to help the Timken Dealers weather the war period 

. direct mail programs, special service promotions. 
service handbooks, new accessories to sell, personal 
help from T.S.A. field men, and everything else aggres- 
sive dealers need and want. Post-war equipment plan- 
ning is already in action and literature on Timken- 
equipped post-war homes is in the hands of prospective 
home builders. 

If you are looking for a profitable present and post- 
war opportunity, write Timken today! 


Y TIMKEN Sthrit Hhitimithe 


OIL HEATING PRODUCTS FOR THE HOME 


Division of THE TIMKEN-DETROIT AXLE COMPANY, Detroit, Michigan 








The Chicago 
Hardware Situation 


Cleve Amis of the Chicago Retail 
Hardware Association, sums up the 
situation on important commodities for 
Chicago as follows: 


Garden Hose: The supply situation 
has not improved. Factories are ship 
ping partially as their receipts of raw 
material permit It will be several 
months longer before factories have 
complet d all orders they have had o1 
their books 

Pressure Canners: They will be r« 
leased by certificates through the De 
partment of Agriculture and will be 
distributed through regular channels 
Best thing to do now is to get vour 
order in 

Home Canning Jar Lids: Metal clos 
ures for glass containers are assured by 
War Production Board The 


decision 
to make 


more metals available for home 
canning closures came as a result of a 
survey by the Department of Agricul- 
ture which indicates that American 
| vives will can 5,200,000,000 jars 
#t food during the 1943 season, an in 
crease of 51 percent over last vear. 

Can Openers: WHPP eases the ob 
taining of can openers Phere will be 
20 percent more available soon 

Alarm Clocks: WHPPE has approved 
a resumption of the manufacture of 
alarm clocks. Uniform design models 
selling for $1.50 to $2 


IS 








are expe cted tt 
reach store shelves soon 





Cow Clipper Clipped 


\ short circuit in the electric 
clipper with which Wayne Baum of 
Lancaster, Pa., had planned to clip 
his cow sent him reeling around the 
barn for 15 minutes recently until a 
friend came in and turned off the 
current. He banged up his shoulder 
and received severe arm lacerations. 
The cow looked on reproachfully, 
thinking it a practical joke. : 














Herbert R. Owen 


Herbert R. Owen, vice-president of 

a the Landers, Frary & Clark Company, 
Porcelain enamel makes manutacturers of electrical equipment, 
with offices at 200 Fifth Avenue, New 

|- York, died today at his home, 170 Over- 

look Circle. He was fifty-three years old 


# * ind had been with the company for 
army cooking easier, too rere 


Steel Savers 


Army field ranges are now lined with porcelain is one of these. The indications are that you 
enamel, an ideal material for this purpose. By will have even better post-war appliances to 
the end of 1942 the use of enameling iron had sell, with porcelain enamel continuing to occupy 
released millions of pounds of a scarcer metal the leading place as the “lifetime finish.” 


- aircraft and 2r vital war equipment. , , 
for aircraft and othe ' os When the war is won there will be a tre- 


You know from long experience the advan- mendous demand for household appliances. 


tages of porcelain enamel for household appli- War Bond savings will give people the money 
to buy the things they need and you will have 
a new opportunity for service and profit. The 


American Rolling 


ances. Its flint-hard mineral surface is not 
affected by heat, and food acids do not stain it 
. easy to clean and keep clean... remarkably 


long wearing. 


Mill Company, 





Here at ARMCO wartime research is improv 1581 Curtis St., 
ing the qualities and methods of manufacture Middletown 
of many sheet metals. Porcelain enameling iron Ohio. 


These new Sylvania light reflectors, made 
of presdwood—Masonite reflector board— 
save enough metal to make a Garand rifle. 
They also provide 8 percent more light than 
old metal types of reflectors, according to 
lighting experts. 


e 


or THE AMERICAN ROLLING MILL COMPANY 
v 
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The typical Coast Guardsman 
of 1871 is represented here 
by Louis 5 iol, who today is 
Chief Machinist, USCG, after 
forty years of faithful service. 









icknowledgment and thanks for historical data 
to Mr. Edward Lloyd, Editor, U. 8. Coast Guard 
Magazine and R. J. Walker, Pay Clerk, USCC. 


Blackstone! 
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new materials and in- 
creased skills born of 
America’s war technol- 
ogy promise a vastly 
better post-war washer. 
Thinking, planning, re- 
search, experiment... 
these are the only peace- 
time processes that have 


escaped interruption at 





The modern Coast Guardsman is in the 
thick of things — here a crew on convoy 
patrol man their gun, ready to send greet- 
ings to one of Hitler's ™ pig boats.” 


“U.S. COAST GUARD 


BLACKSTONE 


Since 1790 — The United States Coast 
Guard, the nation’s oldest seagoing 
armed force, has been continuously 
on the job; saving lives; guarding our 
shores and harbors: protecting our 
commerce. Older than the Navy or the 
Marine Corps, the service until 1914 
was known as the U.S. Revenue Marine 
Service. In that year it was united with 
the Life Saving Service to form the 
modern U.S. Coast Guard. Today, its 
intrepid branch—the “Iny aders”—per- 
form the perilous task of handling the 


landing barges for the Army's beach- 
head operations. 

Since 1871 — Blackstone has been 
building washing machines. America’s 
Oldest Washer Manufacturer, Black- 
stone today —as in three other wars — 
is serving the nation by building tools 
of war. Someday, like the Coast Guard, 
Blackstone will go back to its regular 
peace-time job. Then you can expect 
the finest Blackstone Washer that 
long experience, new materials and 
expanded facilities can produce. 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


A Division of Jamestown Metal Equipment Co., Inc. 


The improved methods, 








BLACKSTONE 


PRODUCT 
AMERICAS OLDEST WASHER MANUFACTURER 





Serving the 


Since 1871 


oF 








American home 
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SERVING 
HE WARTIME NEED 
OF AMERICA’S 
MERCHANTS 


You'll find the best answers to your difficult wartime 


SEITITT 
























































buying requirements at The Merchandise Mart. 

Here is a vast concentration of manufacturers’ dis- 
plays. open to buyers of America every business day 
in the vear! Here are up-to-the-minute availabilities, 
proving the genius of America’s mills and factories in 
producing essential civilian merchandise in spite of all 
our wartime shortages and restrictions. 

The Merchandise Mart is your means of continuous 
contact with sources of merchandise. Here your buying 
can be organized, simplified. Here you will get new 


ideas. obtain reliable market information. Conserve 


travel and buying time. Come whenever necessary. 
Pes 
gels x . 
Housewares and Appliances ie ae China, Glass and Pottery 
Fa Pe 
Gifts and Artwares ah i Lamps and Shades 


Toys, Games and Wheel Goods Furniture Floor Coverings 


ae 


Linens and Domestics 


THE 
MERCHANDISE MART 


The Retailer’s Department Store « Wells Street at the River 


CHICAGO 


Curtains and Draperies Upholstery Fabrics 
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Business Called On 
To Conserve Paper 


AN UNSUSPECTED 
confronts industry 
imminent shortage 
ducts with special 


THREAT to production 
in the prospect of an 
f all wood pulp pro- 
emphasis on commer- 
cial papers. Vital paperwork in business 
may be brought to a sudden halt unless 
industry begins now to conserve with the 
utmost thought and care. 
Paper is a strategic material. 
it was taken as a matter of course. But 
once, were rubber, steel, copper, and 
aluminum. Today a definite scarcity of 
paper is clearly visible. Its uses have 
increased vastly. Yet potential wood pulp 
production has been clipped by manpower 
and transportation limitations. And the 
war has chopped off the Scandinavian 
imports which, in peacetime, constituted 
more than 70 percent of our total supply. 


Formerly 


$0, 


Importance of Paper 


Industrial managements and large mer- 
chandising establishments are among the 
consumers who can least afford to take 
paper for granted. An absolute lack of 
paper could all but stop a plant or store 


cold. Without letterheads, you can't 
write for quotations. Without purchase 
forms, you can’t place orders. Without 


time cards, payrolls, employment records, 
billheads, production records, continuous 
forms, memoranda, blueprints, and so 
forth, it would be well-nigh impossible to 
keep the plant or office running. 

Yet in the case of commercial paper 
alone—and this is the type most needed 
for management's purposes—1943’s huge 
demands will outweigh the prospective 
supply by nearly 40 percent. Worse still, 
rising governmental requirements will 
leave for industry in 1943 an amount 
equal only to about 50 percent of its 1942 
consumption. 

Were it not for the fact that great sav- 
ings have already been made by industry, 
by newspapers and magazines, by the gov- 
ernment, and by WPB’s curtailment of 
less essential paper products, many ex- 
perts believe we would now be gripped by 
an unprecedented and crucial shortage. 

Offsetting the greatest savings, how- 
ever, are war’s tremendous new demands. 
Vast quantities of paper are being shipped 
overseas, never to return to the domestic 
waste market. 

Meanwhile, the forward march of war- 
born substitutions goes on at home. Each 
takes a mighty share of our total wood 
pulp supply. Paper and paperboard con- 
tainers have, in the last year, done the 
duty of 215,000,000 pounds of metals, 
750,000 pounds of glass, and 12,000 
pounds of rubber 

Convinced, then, that a serious shortage 
impends, good management will ask only 
two questions 

1. What is 
paper ? 

2. What can be done to conserve paper 
in the plant and office 

Some of the most eninieiiis savings 
of all have already been accomplished by 
the federal government itself. Strange as 
this may seem to the management man 
whose own dealings involve such a heavy 
paper traffic with Uncle Sam, the fed- 
eral agencies have reduced inventories, 
trimmed specifications, and cut out non- 
essentials with total savings that run into 


being done to conserve 


the hundreds of thousands of tons. 
How To Save 
\t all events, the government takes 


only about 10 percent of the total wood 
pulp supply, even though its consumption 
of commercial paper is a lion’s share of 
that particular market. Since industry 
consumes all kinds of paper, and paper 
products, let us see what savings are 
being made elsewhere—and by what 
methods. 

The business and industrial publications 
(magazines such as ELectricaL Mer- 
CHANDISING) have reduced their use of 
paper by at least 10 percent. The trim 
sizes have been lessened, and stock of 
much lighter weight is being used. These 


JUNE, 


reductions, proposed by the publishers 
themselves, are being accurately checked 
by a duly constituted agency. Even with- 
out reductions, the total consumption of 
paper by the business publications was a 
remarkably small part of all paper con- 
sumption—less than four hundredths of 
one percent 

An outstanding example of the ability 
of private enterprise to conserve is furn 
ished by this year’s telephone directories. 
The W ashington, D. C., telephone book 
is a good case in point. Currently it num- 
bers only 712 white pages, against last 
year’s 968, and it weighs only 3% pounds, 
against last year’s*4%. Yet it contains 
7 percent more listings ! 

How was this done? Primarily by 
printing four columns of type to the page 
instead of three, by condensation of type, 
by smaller margins, and by tighter ab 
breviations. These are principles that can 
be applied to almost any form of the 
printing art. 

An even more important principle in 
the conservation of 


commercial paper, 
however, is the downgrading of paper 
qualities. Experts believe that the ma- 


jority of papers used in the keeping of 
industrial records and correspondence are 
much heavier and better than they need be 
for the purposes they serve. This is true 
also of plant magazines and newspapers, 
Army-Navy “E” award programs, circu- 
lars, and the like. Here are five guiding 
questions which every management should 
ask about every piece of written or printed 
matter which it orders and uses: 

1. Is it necessary? 

2. Can lighter paper be used? 

3. Can a smaller size be used? 

i Can the number of printed pieces be 

educed by pruning distribution lists? 

5. Is an excessive inventory 


of paper 
on hand? 


(Sixty days is today’s allow- 


able margin—6 months the peacetime 
average. ) 
War Production Board officials urge 


every top management to make a compe 
tent operating executive responsible for 
the application of these principles in each 
plant. And here is a brief check-list for 
the further guidance of the paper-saver 

1. Use 8%4x5¥% in. letterheads for short 
letters ; inclose. them in small eoee. 

2. Review all printed forms periodically 
for essentiality; consolidation; ps 
tion of waste space; standardization of 
sizes, weights, color, grade; elimination 
of color where possible. 

3. Use smaller type sizes and margins 
(Any competent printer, in consultation, 
can point the way to pronounced savings 
by these means. ) 

4. Cut the weight of paper stocks 
(You can tell the printer how long you 
expect a record to endure and he can tel! 
you what stock to order.) 

5. Condense letters and memoranda by 
(a) keeping margins as narrow as possi 
ble: (b) sticking to single- space forms ; 
(c y using reverse side of incoming letters 
as first carbon copy of replies; (d) using 
reverse side of second sheets for carbo: 
copies; (e) using both sides of all mime: 
graphed sheets. 

§. Control disbursements of paper sup 
plies to employees so that excessive quan 
tities do not accumulate in desks ani 
departmental supply closets. 

7. Make scratch pads from stocks of! 
obsolete letterheads, memorandum form: 
and other unused inventory. 

8. Use and re-use carbon paper cor 
sistently. 

The above list could be a little more 
elaborate. But any management whic! 
adopts these few simple practices will be 
covering nine-tenths of its opportunities 
to conserve a very important commodity 
at a very important time. In peacetime 
conservation — and economy —are plain 
good management. In wartime they be- 
come an urgent obligation, vital to victory. 
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ew Hotpoint 
Service Guides 


avatlable throu gh Hotpoint distributors 


THESE HANDY, pocket size booklets are now 
in the hands of Hotpoint Distributors, available 
without charge to retail outlets and repair 
men who service Hotpoint Major Appliances. 

Streamlined, concise, they contain material 
of vital importance to seasoned service man 
or novice. Great time savers for- quick, sure 
service or repairs. Covers are in five different 
colors for quick identification. 

Compiled after careful review of all previous 
service data and servicegrams, they give such 
information as “symptoms,” “cause” and 
“remedy,” with illustrations of the appliances. 
Also cut-away sections, charts and other infor- 
mation of value to service men. Write today 
to your Hotpoint Distributor. 























Edison General Electric Appliance Co., Inc. 
5620 West Taylor Street, Chicago, III. 


W 
FOR) OUTSTANDING 
ACHIEVEMENT IN 
WAR PRODUCTION 


a 





i SCRAP IS POWER 

; se Cooperate With Your Industry! 
. ~~ Salvage All inoperative Parts 
\ —ls Containing Critical Materials... 
Put Vitally-Needed Scrap Back 
Into the Scrap TODAY! 





ELECTRIC RANGES 


— 
CLOTHES DRYERS AUTOMATIC DISHWASHERS CLECTRASING Te Exits STEEL KITCHEN CABINETS 
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Join fpcdges ASTER, 
HEDGEMASTER 







ELECTRIC 
TRIMMER 


Both blades move in opposite direc- 


tion—an exclusive HEDGEMASTER 


feature. Nothing to obstruct shrub- 
bery entering the cutting 
blades nor to limit the size of stalk 
that be admitted to them 
No vibration —smooth operation, 
dependable performance and long 
life. Models for the home owner 
and caretaker, landscape gardener, 
nurseryman, etc. Well balanced to 
fit the hand without wrist strain. 
May be used to trim hedges, shrub- 
bery, trees, grass, etc. Powered by 
Universal Motor for use on AC or 
DC current. Will cut heavy stalks 
without stalling motor. Model 7 
shown here has 7'/2" cut overall 
length of handle 8%, net weight 
3/4 \Ibs. All models reasonably 
priced 


L. J. KAUFMAN MFG. CO. 
MANITOWOC, WISCONSIN 


from 


may 















Mt 
EVERHOT 
QUALITY 
eo es 


@ The application of new 








Ace oe ve re 





methods and materials re- 
vealed in development of 
products for war will bring 
new and greater satisfac- 
tion to Everhot users when 


Happy Daysare here again. 





THE SWARTZBAUGH 
MANUFACTURING CO., TOLEDO, OHIO 


FOUNDED IN 1884 
ROASTERS~APPLIANCES 





Siegrist Makes a Profit 
Out of Service 
CONTINUED FROM PAGE | Seems 





The inventory ot is kept as 

ill as po It is impossible to 
1andle everything that may be neces 
sary for the large variety of appliances 
coming in. The smaller the inventory, 
I Most parts are 
e quickly from wholesalers in 


itv, thus there is no need to over- 


parts 


ssible 


»verhead. 


less the 
ValiaDl 
stock 

“With only a small stock of parts, 
[ don’t need an elaborate parts con- 
trol Mr. Siegrist. ‘| 
buy all parts myself, and so I know 
hand and what is needed. 
Besides if I hoarded parts, and every- 
body hoarded parts, there would soon 
be no parts for anybody.” 


system,” says 


what is on 


Conserving Renewal Parts 


Extreme attention is given to the 
conservation of repair parts. In re- 
pair work, only the parts necessary are 
All assemblies such as 
ind thermostats are broken 

is small as possible and only 
parts actually needed are replaced. 


eplaced. 


> vitche $ 


ost cases the ailing part is re- 
paired rather than replaced by a new 

In lush times this was 1 
sidered for the 
nvolved might cost more than a new 
part 


it con- 


business, labor 


good 


scarcer every day, the repair can be 


justified. In every case the proper 
charge for the labor can be collected. 
Since profits on service come from 
ibor charges, this helps the profit 
showing. 

Siegrist does not operate a truck. 
He uses three outside truckers for 


picking up and delivering appliances. 
He finds this cheaper than to operate 
own truck. Further, through ask- 


ing his customers to bring in all ap- 


1 


pliances, even the majors and to call 
for them, he saves the time of his 
servicemen. Another saving in mile- 


from having the service- 
men telephone in after every call so 
that they can pick up other calls in 
the neighborhood. 


ige comes 


Rebuilt Appliance Business: 


Considerable income 


brought in by the t 


has been 
raffic in rebuilt ap- 
With this business sales for 
1942 will about equal the sales of last 
vear. There hz a demand for 
rebuilt from customers 
who had no such appliances. In fact, 
there is a waiting list of buyers for 
rebuilt jobs. Other appliances have 
been rebuilt and sold as soon as they 
have been finished. 

This rebuilt - appliance 
keeps plenty 
that there 
vicemen. 


pliances. 
is been 


refrigerati 


ITS 


business 
of shop work ahead so 
is no time lost by the ser- 


lo date Siegrist has not had to pro- 
mote his service business. There 
more than can be taken care of. 


is 
Even 
on calls the serviceman does not so- 


licit business unless he sees that an- 
ther appliance needs his attention. 
Ot course, if the volume of service 
ills should slacken, the salesman, 
serviceman and Mr. Siegrist are 


ivailable for 


such work. 





But today, with parts getting | 











WILL BUY 


AN ELECTRICAL APPLIANCE 
MANUFACTURING BUSINESS 





A well-known old electrical manufacturer, with 
enviable reputation, sound capital resources and t 
excellent distribution facilities, plans to diversify 
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its lines. As part of a post-war program it desires 
to purchase a small manufacturer of electrical a 
appliances. Small appliances preferred. Also it . 
would want the key man or men to come along 
. .. those who know the design and manufactur- be 
ing end of the business. Negotiations will be in 
strictest confidence between principals only. ° 
Please give enough information in your first ) 
letter to save time. . 
: s 
Address BO-619, Electric Merchandising y 
520 North Michigan Ave. = 
Chicago, Ill. 
* 
- rd ca 
TLE ECCT TET PPP PP PPP rPPePrrrTrrtrrerte ft 
c 
Do WE HAVE THE } . 
RIGHT ADDRESS? | 
. 

& 
If you've moved recently or are planning a change, | 

let us know now so that copies of Electrical Mer- 

chandising will continue to be delivered to you 
" w 

promptly. Use this coupon or a penny postcard. 
SJ 

rad) sss ad Rese hn Semechee CeL Ria eat bodes b+kiki ewadeken dadne acu 

Se MRS cdinnals vk cade ghde nah e de See et Otkak Se daaiaass~ ab caeuwbe wees 


City and state 


ee: QR Side kit's ccunenawaducdces 


IE CRs cick scuwarebaphaw aieedee ekeon ne aah dikes Aeolian 


Ee eee ae | en eee 


NG a 5c alaec: wna bila ora Wo Wachee Ae Oe or aka SORE IE a bb scakibesene ie 








Pro 

MAIL TQ McGraw-Hill Publishing Company, Inc. re 
Circulation Department Li 

330 West 42nd Street u. Y. &. V¥. 70 
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THINK THIS 


tenn ae 


ONE OVER 





e It seems to me every 











time an ordinary clerk 
sells a ten cent War Stamp 
a trained appliance sales- 
man should sell a dollar’s 


worth. 


e If that isn’t true we have 
either been kidding our- 
selves about our sales abil- 


ity or we are not trying. 


e Maybe 
“pretty” but it is true. 


that isn’t 


e Nosale is complete with- 


out asking: 


e “How many War Stamps 


with your change?”’ 


e The Stamps and Bonds 
you sell your customers now 
will ring your cash register 


when the war is over. 


SAVE TO SAVE AMERICA. 
BUY MORE U. S. WAR 
BONDS AND STAMPS. 







Proctor Repair Parts 
ard Service cre—and 
will continue to be— 
readily available, 






Proctor Electric Company, 
Div. Proctor & Schwartz, Inc. 


Philadelphia, Pennsylvania —" 


| => 


LOOK ANEAD— LOOK 70 PROCTOR 
FOR BETIER ELECTRICAL APPLIANCES 
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From Contracting to 
Appliance Repair 
eee CONTINUED FROM PAGE 9 comme 


is plainly marked as the invoice to the 
customer. The first duplicate is filed 
alphabetically at the counter and the 
triplicate filed numerically in the office. 

Repaired appliances are then 
wrapped. If paid for and to b 
shipped or on a dealer’s account, they 
are packaged carefully and shipped. 
The “will call” appliances are taken up 
to bins near the counter and stored 
alphabetically. Those awaiting pay- 
ment for release are held in other bins. 

In these days of delays, rather than 
promise a definite day for repair the 
“will call” customer is sent a postcard 
advising her that the appliance is 
ready. It has been found necessary 
to have several form postcards. One 
notifies of a delay in obtaining needed 
repair parts. One is an e.timate of th: 
cost of a repair where no instructions 
This asks 
for authorization to proceed and pre 
vents arguments and doing of work not 
definitely ordered. Another is used 
to ask for payment before shipment in 
order to avoid COD shipments. An- 
other is a final notice that unless called 
for the appliance will be sold for re- 
pair charges. 


to proceed have been sent. 


The detail of the system is under th 
supervision of Henry Stovesky, service 
manager. Billing is in charge of Mrs. 
Edward Martin. The personnel of the 
repair staff are men of over draft age 
or physically handicapped. There are 
11 in the repair department. 

A satisfactory repair business has to 
be organized and run as a separate 
department, Chamblin has decided, 
under separate responsibility. He con- 


tinues to run the contracting end of the 


business and merely 
new arm of his company service. The 
problem is to set up just enough detail 
to take care of every reasonable situa- 
tion and keep track of the work 
through the shop at every step, with- 
out getting too much paper work that 
wastes time and raises overhead. This 
system has the minimum of such paper 
work that is absolutely required. 
Equally important is that the shop 
should be the authorized factory serv- 
ice station for as many lines as possible 
in order to provide volume to carry 
the personnel required and the over 
head. California Electric Service 
Stations are authorized for American 
Beauty appliances, Continental scales, 
Counselor scales, Everhot appliances. 
General Electric, Hammond, Her- 
schede, Ingraham and Warren Tele 


| chron clocks, Lionel electric toys, Nu- 


tone door chimes, Proctor appliances, 
Steam-O- Matic irons, Waring blendors 


and Revere chime clocks. Some lines. 


| like toys, have a peak period, near 


Christmas. Clocks keep a steady flow. 
\ppliance repairs are on the increase. 

Before moving to new quarters and 
installation of this system the work 
piled up so high at one time there was 
a six weeks wait and such confusion 


that tar 


too much time was spent by 
the entire organization merely trying 
to find things. Now the work flows 
through the shop quickly and if parts 
are available, a clock or appliance can 
be handled in a few days or a week 
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ART 
APPRECIATION 


@ Meet Mary and Bob from the Victor plant. They're working side 
by side on war goods and planning all the while for the home they're 
going to have together after the war. 












We thought you might like to know them because they're so typical 
of millions of your post-war customers. Because of the precision in 
the work they see all around them, Mary and Bob have a new aware- 
ness and appreciation of fine workmanship. They know quality when 
they see it. 





\ VICTOR 
\ 


VICTOR ELECTRIC PRODUCTS, Inc. 


Dept. F-134, 2950 Robertson Road 


Does it make sense to suppose that 
millions of folks will measure value with 
a new yard stick? We think it does and 
assure you Victor Fans will be made with 
an eye on Mary and Bob. 


Building for Uncle Sam today so 
that we can build for you tomorrow. 


Cincinnati, Ohio 








supervises this | 


For many years, American House- 
holders have enjoyed the conveni- 
ence, step-saving advantages of the 
A-P OILIFTER. Mounted on Oil Burn- 
ing Heaters and Cooking Ranges, it 
has “‘lifted’’ fuel from central storage 
tanks in basements and outdoor tanks 
to heating and cooking appliances on 
first, second and even third floor 
flats. . . . Avoiding time and effort 
in fuel tank refilling. 


Today, Uncle Sam's fighting battle 
fleet has a new use for the A-P 
OILIFTER. Mounted on long lines of 
cooking ranges in ships galleys, 
Oilifters bring fuel up from the hold 


(YONLIFTER 





and feed it to ranges in just the right 
quantity for all cooking and baking 
needs. Ships may toss and dip in 
great storm seas, rock in the impact 
of battle, but the Oilifter must main 
tain its steady DEPENDABLE opera- 
tion, for fighters must eat heartily 


Typical of A-P ingenuity and preci- 
sion manufacturing experience this 
modern convenience will be ready for 
home use again, as soon as its war- 
time task is finished. Retailers will 
find it a great aid to making Oil Burn- 
ing Appliances more popular in the 
“full automatic’’ convenience and. 
economy. 


AUTOMATIC PRODUCTS COMPANY 


™ 


MILWAUKEE 


THIRTY — SECOND ste 


@ WISCONSIN 


CHO VET IMT 


DEPENDABLE... 
in WAR as x Peace 
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WHERE TO BUY 


Parts, Service 


UNDISPLAYED RATE: 


$1.00 per line or fraction per insertion— 
minimum $4.0 First line small blach 
face type. Discount 10% full payment 
in advance for 4 consecutive insertions 


& Accessories 


DISPLAYED RATE: 


$12.50 per inch per insertion. Contract 
rates on re< quot (An advertising inch 
is % yn me ¢ lumn——¢ columns 
48 inc he to a pe age.) 

















WE HAVE A DISTRIBUTOR NEAR YOU. 
Address on request. 





The. FRANTZ MANUFACTURING @ 


1251 DUEBER AVE SW 


CANTON. OHIO 





ONE STOP 
SERVICE 


PARTS 
FOR ALL 
WASHING 
MACHINES 


WRINGER 
ROLLS 


24 HOUR SERVICE 


Dust Bags for Cleaners 
155-157-159 State St. 
ROCHESTER-4 





N. Y. 








Our Li6-page 
FREE! 2:\.:0;°" FREE! 
Washing Machine & le Cleaner Parts. 
Save money by ordering all your supplies 
from one dependable source. 

Quality, Service, Low Prices 














MIDWEST APPLIANCE PARTS CO. 
2722 W. Division St. Chicago, Ill. 
SPECIALTIES 
Electric Mangle Roll Pads and Covers 
Vacuum Cleaner Bags, Ironing Board Pade 
and covers, washer and ironer covers. Ohio 
Textile Specialty Co., W. 54th, Cleveland, O 
‘New Advertisements 
Received by the 30th of the month to ap- 
pear in the issue out a the following month 

subject to space limitations 








SELLING : 
EMPLOYMENT : 





SEARCHLIGHT SECTION 


(Classified Advertising) 


“OPPORTUNITIES” 


: MERCHANDISE 
: BUSINESS 














@ Idle and surplus inven- 
tories of refrigeration parts 
can now be put to essential 
use in helping to maintain 
the nation’s huge investment 
in refrigeration. 

We buy outright for cash, 
usable parts for distribution 
to over 20,000 refrigeration 
service-men customers. Let 
us put your idle inventories 
to good use—you will then 
be helping conserve scarce 
and precious materials. 


The Harry Alter Co. 


1728 So 
Chicago, Illinois 


Michigan Ave 














WILL PURCHASE 


Any quantity Fractional H-P Motors 
for Cash 
Fractional H-P Motors—Always in Stock 
H. U. MANN CO. 
540 Lake Shore Drive CHICAGO 








3 scsi ee 
ALll-out for Violory Remy 
to Speed the Day of 
“Unconditional Surrender’ 


NOBLITT-SPARKS INDUSTRIES, INC. 
Columbus, Indiana 


Armatures and Fields 
Rewound for 


Electric Tools 


Old established concern 
has facilities available for 
rewinding armatures and 
fields for electric tools used 
for defense. Drills, screw 
drivers, grinders, blowers, 
ete. Complete motor repair 
service. 


NATIONAL, 














27 East 14th St., New York City 
POSITION VACANT 
WANTED REPAIR MEN Experienced — 
I y Maytag ABC washers. Good pay 
ste x employment Wymar 155 State St 

Rochester 4, New York 
REPRESENTATIVE AVAILABLE 
EXPERIENCED SALESMAN 24 years in 
Southern California invites offers from 
Manufacturers desiring representative here 
Joseph Callaway, 12919 8. Avalon Blivd., Los 

Angeles, Cal 
WANTED 
geet a WASHERS any quantity age or 
ondit Radio & Appliance ¢ 


Gregg 


Home Made Brooder 


Backyard chicken raising is likely to 
rank along with Victory gardens as a 
means of supplementing the ration-limited 
family larder this coming year. To meet 
the demand for a simple but effective 
chicken brooder which can be made with- 
out calling for critical materials, Thor W. 
Christenson of the Pacific Gas and Elec- 
tric Company has designed a brooder of 
the home-made type which can be put to- 
gether by any amateur chicken raiser 
handy with tools. 

The box, which is designed to care for 
25 chickens, is 19 x 19 in. by 14 in. high. 
It consists of a top with four legs and 
reinforcing side panels, 6 in. deep. Shelf 
oil-cloth, lightweight canvas or similar 
material is used for the side curtains. 
Warmth is provided by two 60-watt 
lamps wired in_ parallel, which are 
mounted at the side of the box, about 
three inches below reflectors mounted in 
the ceiling. These can be made of coffee 
can lids or other reflecting material. The 
box is larger than that called for by 
University Extension standards, in order 
to allow more room so that the chicks can 
compensate for the lack of the thermo- 
stat by crowding closer or moving farther 
away from the heat source. Tempera- 
ture underneath the lamps should not rise 
above 80 degrees. Two lamps are recom- 
mended to guard against failure, so that 
one may remain burning at all times, pro- 
viding against complete failure of the heat 
source. More chicks can be accommo- 
dated by increasing the size of the box 
proportionately and using larger lamps. 

a 


Conservice Program for 
West Coast 


The Westinghouse “Conservice” pro- 
gram for the training of dealers and serv- 
ice men in the conservation and servicing 
of appliances, was started on the West 
Coast at Stockton, California in April. 
Another unit, started at Seattle, was to 
serve the Pacific Northwest. The local 
utility in each case cooperates in inter- 
esting dealers and service personnel. In 
districts where no electrical dealers re- 
main, other interests such as gasoline 
service stations, local machine shops and 
the like are encouraged to enter the field 
of electrical repair work. Instructors for 
the California, Nevada and Arizona series 


are E. C. Watts, Pacific Coast service 
manager for Westinghouse Electric & 
Mfg. Co. at San Francisco and Rudy 


Stanphar, service manager of the West- 
inghouse Electric Supply Co., San Fran- 
cisco. In the Northwest, Walter F. 
Shantz, assistant to E. C. Watts, is in 
charge of organizing schools throughout 
Washington, Idaho and Utah. 

The training program calls for three 
full days of intensive training based on 
the booklet “Electricity in the Home,” 
supplemented by charts, slide films, and a 
series of manuals on specific appliances. 
Some difficulty has been experienced in 
finding people who can give up the three 
days required for the course, but those 
who take it are well prepared to carry on 
from that point with the aid of the man- 
uals furnished them. 


Army-Navy "E" To 
Malleable Range 


A turnout of Army, Navy officers, 
prominent men in government offices and 
others attended the formal ceremony at 
Beaver Dam May 13 in which the Malle- 


able Iron Range Co. was presented the 
Army-Navy “E”. M. M. Maier, vice 
president of the firm was master of 


ceremonies. 
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Peacelime Products 


HOT WATER CAR HEATERS 
HOME AND CAR RADIOS 
BATHROOM ELECTRIC HEATERS 
METAL FURNITURE 
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Inter-Industry Cooperation 


in Electrifying Postwar Housing | 





tor in the post-war era. 

The “Merchant Builder” usually op- 
erates on the basis of purchasing and 
developing complete housing com- 
munities. He builds from 25 to sev- 
eral hundred units annually, and has 
constructed a major part of the coun- 
try’s housing over the past decade. 
He will be a most important factor 
in the post-war housing effort. 


Low-Priced Housing 


The war has brought the large gen- 
eral contractor into the housing field. 
Government housing has been a most 
interesting and profitable outlet for 
their highly-skilled organizations in 
the technique of mass construction 
problems. There are indications that 
the post-war period will find many of 
these larger contractors permanently 
in the housing picture. 

To you—the utilities—however, the 
problem should not be one of what 
type house or percentage of each type 
that will be erected. Your program 
should insure the proper installation 
of sound electrical materials and 
equipment in every post-war house re- 
gardless of type of construction. 

That the great bulk of this potential 
housing market appears to be defi- 
nitely in the low-priced bracket, is 
indicated by substantial economic data 
Reliable sources indicate that at least 
70 percent of the total number of 
houses actually built will be within 
the price range of from $3,000.00 to 
$6,000.00 


194X Products 


When the war is over, the crucial 
problem of all industry will be one of 
re-conversion with minimum unem- 
ployment. The tools—the techniques 
the materials—the production lines can 
be more easily converted to 1942 prod- 
ucts than to wait for new tools—new 
techniques—new materials that en- 
tirely new products would require. It 
is, therefore, only sound, sensible 
thinking to anticipate that the equip- 
ment and materials will be the same 
or similar to those with which we 
built in 1942. 

Product and equipment history has 
been one of organized improvement 
year after year, through research and 
development. New materials require 
new techniques, new machinery, rea- 
sonable periods of testing before the 
reputable n 
place them 
use 


janufacturer is prepared to 
mn the market for consumer 


The utility occupies a unique posi- 
tion in the cooperative organization 
of the housing market of tomorrow. 
Your industry and ours have _ been 
based upon the utility and maximum 
service of a commodity whether it was 
electrical energy or a product that 
consumed it. Your public relations 
policy has from the very beginning 
been one of service responsibility to 
insure long life of the equipment on 
your lines. Millions of dollars are 
spent annually by the electrical indus 


CONTINUED FROM PAGE 20 





try in support of this product policy. 
This service responsibility, unfortu- 
nately, has not been developed to the 
same high degree by the average 
builder. Utility companies, together 
with the domestic electrical equipment 
manufacturers, can well contribute 
much to the further developing of this 
sense of service responsibility in the 
housing industry. 

A review of some of the problems 
that are involved is essential to con- 
structive planning. These divide them- 
selves into three categories on your 
part: 

(1) INDUSTRY RELATION- 
SHIP—The establishment of a 
cooperative relationship between 
the utility and the entire local 
housing industry is of number one 
importance. This includes—the 
builder, the engineer, the architect, 
the banker, the building loan asso- 
ciation, F.H.A., the city planning 
and technical organizations that 
control codes and public works. 

(2) TECHNICAL COOPERA- 

TION—The need for an engineer- 

ing and technical program directed 

at the builder, the engineer, the 
architect and the financier to in- 
sure sound adequate wiring instal- 
lations—the inclusion of the range 
and water heater circuit in new 
home construction, better light- 
ing, adequate electrical kitchens 
and laundries—in fact, sound me- 
chanical equipment that will oper- 
ate at a minimum net cost to the 
ultimate owner is most essential. 

The inclusion in the mortgage of 

all major appliances used in the 

kitchen or laundry is sound financ- 
ing. 

(3) CONSUMER DEV ELOP- 

MENT—A consumer educational 

program is of vital importance. 

The necessity of educating “Mrs. 

Homemaker” of the advantages to 

her budget that can be gleaned 

by purchasing homes having 
equipment with a proven record of 
long life and low operating cost 
cannot be over-emphasized. It is a 
definite responsibility of the elec- 
trical industry, who supply a 
large part of the mechanical 
equipment of the home, to keep 
continually home 
builder and the potential home 
owners, the fact that low original 
cost of equipment often means 


before the 


high operating and maintenance 

expense. 

The electrical industry has never 
before experienced a “peak” housing 
cycle. In the last “peak” period ot 
the 20's, aside from lighting, there 
was little or 
that could be 


no electrical equipment 

ictively promoted di 
rectly to new homes. To be sure, 
electrical refrigeration was in its in 
fancy—the electric range was sold in 
certain sections—but as far as being 
accepted as an essential part of Amer- 
ica’s housing program—this 1940-1950 


cycle is our first major opportunity. 
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—in pre-war 1. 


Wringer and Floating Agitation. 


—at War Voss Washer Plant 


converted to day and night production 


of parts for Army Bombers. 


—in post-war 


designs, new innovations that again will 


be exclusively Voss. 


standing washer with World's Safest 
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VOSS BROS. 


Genuine Voss Repair Parts 
Order them for stock now! 







MFG. CO. 


Oe a ee 


Check with them now so that 
any needed repair parts can be 
secured before the fan season. 
Impress upon them not to wait 
until the day the fan has to be 
used. 


Signal Fan Parts Catalog will 
help you. 


Send for your copy now. 


SIGNAL ELECTRIC MFG. 


MENOMINEE, MICHIGAN 






Signal has no portable fans 
for sale for the duration—but 
we can help you keep your cus- 
tomers’ Signal fans in service. 
Parts that need replacement are 
available for most all Signal 
models, 


Your customers will look to 
you for this service. 


Sod for this Book WOW 


co. /S, 
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Wha me i hinking about 
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( the tipoft t uture irkets 
Of course, printing of all the actual 
tters that roll in isn’t possible 
Nevertheless, the sketching of a day’s 
of mail and what each writer is 
iteré illuminating These 
re the questions asked 
HOME EQUIPMENT 
How ojiten should I clean my rugs and 
still save wear on my vacuum cleaner? 
Do rug pads need cleaning, too? 
What can I do about the depressions 
ade in the rug by the piano casters 
Should I let my vacuum cleaner bag get 


full befor 


emptying it? 


Tell me about the adjustments of the 
dads on my range 
Does speed of cooking affect the nu- 
ritive value of foods? 
How do you clean porcelain enamel? 
Should I allow spilled food to burn off 
of the burner or shut it off and clean it? 
I want to take in a war plant worker but 
have only attic space 
How can we take our married daughter 
in our new small house? 
How can 1 work out another bathroom? 
What moderate priced rugs wear well? 
How can I keep the screens from rusting? 
What can I do with old curtains? 
How can I keep my leather-covered couch 
Iron ‘ aCKINE 
How can I get wear out of my 
neets 
\\ hat the best pot for low-temperature 
cookir 
How can I keep my aluminum clean? 
Can I make pot roast in enamel ware? 
Does pressure cooking save fuel: 
FOOD AND NUTRITION 
Car 1 give me a plan for a week’s 
meals tf my tamily of tour 
I'd like some ideas for lunch-box meals. 
WV hat ld it cost a week to feed 4? 
How I i et and mak ly r 
ecccnnnccconscoceccccssocesonsese cocccece coccee 


CHANGE OF ADDRESS 


McGRAW-HILL PUBLISHING COMPANY 
330 West 42nd Streot 


Director of 
Please c 
chandising 


From 


Signed 


hange 





New York, N. Y 


Circulation 


my address on Electrical Mer 


main trip and two fill-in trips to the 
grocer eacl week 

How can I prepare economy cuts of meat? 
How can I make a meal with a little 
meat? 

How can I plan a dinner around a cereal ? 
Should I serve another vegetable with 
codfish balls: 

What can I do with left over potatoes 
How can I use left over fruit? 

What about the food value of leit 
cooked vegetables? 

How can I use left over roast pork 


How can I get variety in hamburger 
Give us some simple sugarless desserts 
Help me plan simple meals. 

I'd like some new ways of serving hash 
Where an I get home canning instruc 
tions; 

W =A should I have a pressure cooker for 
anning 

Should I boil home-canned vegetables be 


fore using 

How long will it 
twenty-four quarts of tomatoes 
How can I dye slip covers? 

What spices can I grow at home? 


take me to put w 


How oiten should I oil vacuum cleaner: 
How low can I keep house temperature 
and keep the family well? 

What some simple one-dish meals 
Should we insulate the atti buy storn 
windows—we can't do both 

Are 4. cuts of meat equally nutritious? 
Ho can I keep a large piece of cheese 


n drying out? 
a often should I defrost refr 
Are all shoes going to have 
How do you keep enamel 


igerator : 
low heels 
looking clean? 


Should I cover cooked foods in the re 
trigerator 
What are the easiest vegetables to grow 


What is 


active “hair do’ 
kidneys or sweet 


a quick, attr 
How long will liver, 
breads kee pr 

How do you know if a fabric is washable? 
Is there a good way to stretch coffee: 
With meat rationing before us, what in 
the world can I feed my dog? 
How can I make my hot water 
last 

What are the special things I ought to 
know about heating canned vegetables: 
What shall I put in school lunch boxes: 
How do I wash the new blankets? 

How do you wash the new girdles? 
Should I try to fix a leaky faucet or get 
a plumber? 

Is there a shortage of cod liver oil? 

How many eggs and how much chees« 
are substitutes for how much meat? 

Will rugs be scarce? 

How long should I dry rayon stockings 
Is it safe to try to diagnose simple ail- 
ments of the children? 

The government tells us what foods we 
can have, are you going to suggest the 
best recipes ? 
What is meant by 
How can I 
fruits? 


bottle 


meat? 
trom canned 


“stretching” 
use the sirup 


Will I get a good cake if I use molasses 
instead of sugar 

How do I put a cord on my iron? 
What's the best material I can get now 


lor curtains 

Can | use corn meal 
; - 

im a meat loats 

After frozen 


can they b 


to stretch the meat 


foods have been thawed 
refrozen? 

Give me recipes for using left-overs 
What does “point” rationing mean? 
How can I use left-over hot cereals? 


it desserts can I make without sugar? 


more 








How can I make a good moth-prooi 
kag r sweaters 

Should the children wear heavier under 
ear indo 

What kin rying pan can I get now? 

Should I save my old lipstick container ? 

How shall I cook beef hea tender? 

How do I insert old slide fasteners in new 

val 

What he best-wearing material I car 
t p-cove 

S 1 I serve meat and beans together 

Where'll I send my old stockings: 

How far ahead should I plan meals? 
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